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THE PROS : 
si y aR =e PERFECT CIRCLE PISTON RINGS ARE IN- 
PREFER “a F IN 94 BRANDS OF VENICLES. AND ENGINES 
PERFECT CIRCLE 
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MAINTAINS PEAK a. ~ 
OIL CONTROL LONGER =~ bay’ 
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Tests show that a genuine Perfect Circle ‘‘98’’ oil ring 
retains almost twice as much tension as a leading com- 
petitive oil ring when both are subjected to an equal 
amount of face wear. 
That’s chiefly due to the wider free gap in PC’s chrome 
rails. Since the ring must be compressed a greater distance an 
when it is installed, there is proportionately less loss of OF MOTORS 


° : Skilled mechanics 
tension as face wear occurs. The result: good oil control the world over 


; prefer and 
over a longer period. toed 


This uniformly-applied tension is one of many reasons a 


piston rings 
why leading engine and vehicle manufacturers, fleet oper- 


ators, race drivers and mechanics the world over prefer 
and specify Perfect Circle piston rings. 

For oil control that lasts longer, always install genuine 
Perfect Circles—the rings the ‘‘pros’’ prefer. 


PERFECT 2. CIRCLE 


PISTON RINGS « POWER SERVICE PRODUCTS 
HAGERSTOWN, INDIANA: DON MILLS, ONTARIO, CANADA 





ANOTHER BLUE STREAK THERES A ‘MISS’ IN 
SECRET SERVICE TIP FOR YOU. 


AND HURRY, 
YOUNG MAN. WERE 





“SHERLOCK MAKES} 
THE RIGHT MATCH!” 





FROM STANDARDS 
IVE CHECKED THE i WHERE CAN RITE 
AH HA, MIKE! THE NEW MATCH 
FUEL SYSTEM, SHERLOCK. WE GET 
NOTHING WRONG GROUND WIRE FROM THE ER ASSORTMENT. 
De DISTRIBUTOR IS FRAYED,. ANOTH : FOLLOW ME! 
LEAD FAST?! 
THE CIRCUIT OPENS AT 
THE SLIGHTEST = 



































I MATCH THE WORN LEAD )/...AND THEN YOU PICK THE RIGHT 
AGAINST THE ACTUAL-SIZE LEAD FROM THIS INVENTORY— 
VQ ILLUSTRATION ON THIS CHART...) CONTROL MERCHANDISER. 
L GET IT! aie EVERY SMART DEALER SHOULD GET 
oa RITE. WITH A FULL SUPPLY 
OF LEADS AT YOUR FINGERTIPS 
YOU NEVER. wae he 
LOSE A 
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MECHANICS: WANT MORE FACTS? WRITE 
TODAY FOR FORM 1505 B—/7S8 FREES 
STANDARD MOTOR PRODUCTS, INC. 
37-18 NORTHERN BLVD., 
LONG ISLAND CITy, NEW YORK. 











MIKE, 
YOU LOOK NO WONDER 45,000 
LIKE THE RIGHT [ DEALERS SAY BLUE 
MATCH FOR STREAK iS BETTER 
FOR YOUR 
BUSINESS! 


REGULATORS + SWITCHES + COILS « CONDENSERS + CONTACT POINTS « WIRE AND CABLE 
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*...like running your own finance company 
with the guidance of real professionals” 


says TOM ASHBROOK, Dodge dealer, 
South Gate, California 


“The flexibility of the Commercial Credit , 
Plan makes it like running your own: 
finance company with the guidance of real 
professionals. In 10 years together, I have 
found Commercial Credit will stretch to 
help us close a deal—gives us fast service 
in credit passing—and has very good collec- 
tion procedures to keep our customers 
happy and repossessions low. We use one 
man who specializes in financing to close 
time sales. And we pay bonuses both to 
this t.o. (turnover) man and the original 
salesman on the contract and the 
insurance.” 





Commercial Credit 
serves successful dealers 


: : = 
For complete information on how our CANE se ee 
service can help promote your success, CoM eT 


call or write the Commercial Credit CREDIT LAN 
oil 


we 


Corporation office nearest you. 




















Oil pan rails, for example, take a lot of abuse. But see how the Armstrong-Victor cork gasket com- 
pensates for any mating surface irregularities and makes a perfect seal. A-V cork has more natural 
resilience than any other gasket material. That’s why A-V cork gaskets out-seal others. Electronic 
cork curing—the new A-V way—not only preserves the natural liveliness of raw cork, but makes 
the cork composition denser and stronger. A-V cork gaskets cost no more, so why not use the best? 
Your Victor Jobber carries complete stocks—in sets and individual parts. 


With A-V gaskets you get: el MAXIMUM UNIFORMITY — 


GREATER RESILIENCE—Compres- +)|| Electronic baking cures the 
sion-recovery tests prove A-V gaskets _ cork composition evenly and 
retain the resilience needed for tighter, £ . ee thoroughly to give A-V gaskets 
longer lasting seals. . uniformity of density, strength 
» and flexibility. 





INCREASED FLEXIBILITY— Elec- 
tronic baking makes A-V gaskets more 
pliable and break-resistant. They are ein seinen 


’ easier to handle, easier to install. — A-V cork gaskets 
. have this trade-mark— 
the two notches. 


Victor Mfg. & Gasket Co., P.O. Box 1333, Chicago 90, Ill. Canadian Plant: St. Thomas, Ontario, 


mstrong-wicTtroRnR 
CORK GASKETS 


The 100% Coverage Line~-for Cars, Trucks, Tractors, Stationary Engines 
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MOTOR AGE 


FEATURES 


The Care And Feeding Of Engine Bearings................ 


Dirt is the bearing's worst enemy. Here are some 
helpful tips on how to keep this foe at bay. 


How To Solve The Mechanic Shortage... .........0+0e005 


Here's a new approach to an old problem that may give 
you that "why didn't | think of that” feeling. 


MOTOR AGE Technical Section. ...........-eeseeeeeeee 


The "Heart" of the book gets a new look. Now 
these informative articles are in one easy-to-read and 
easy-to-find section. 


MOTOR AGE Training Section... ...cccsccsccsccscccces 


A new Department that will give you a chance to go to 
school and get your diploma without ever leaving 
your job. 


Merchandising and Promotion. ...........+eeeeeeseeees 


The first look at a roundup of merchandising and sales 
promotional ideas that are sure to make money for you. 


Also In This Issue: 


A history of the growth of automotive design; Tips on 
servicing the English Fords; The Crusade for Salesmen; 
How to increase your shop profits with Truck Service; 
and other informative features. 
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CONTENTS 


volume 80 no.8 / July 1961 


NEWS 


Newscoop 
For the Record 
Editorial 


DEPARTMENTS 


Car and Truck Shop Kinks 

Chilton Manuals Page 

Service Managers’ Notebook 

Readers’ Clearinghouse (Trouble-Shooting Prob- 


Merchandising Ideas 

New Car Registrations 

Current Price, Weight and Body Table 
Imported Car Registrations 

Tune-up and Alignment Specifications 
Body Shop Tips 

Calendar of Coming Events 

Business Staff 

Advertisers’ Index 


UPCOMING 


What our readers say about Vehicle Inspection. The 
Smooth Rise in the Shock Absorber Market. The ques- 
tion of the “Lubeless” car and also some further 
suggestions on ‘How to Make a Living Keeping People 
Alive.” 


MOTOR AGE Published monthly by Chilton Company, Chestnut & 56th Sts., 
Philadelphia 39, Pa. Subscription price: United States, United States Possessions, 
$4.00 for one year, $7.00 for two years; Canadian, Foreign, $5.00 per year, $8.00 
for two years; single copies 40 cents. COPYRIGHT 1961 by CHILTON COMPANY. 
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Select your dry by eye! 





x 


DITZ-FLEX Ga 


(TRADEMARK) 


DX-666 


a Handy can-top indicator 
Full-flex body filler — ee 


NEW cream havdeuse in 2 colors! ie Coler egipents noon 


lid serve as a guide to the 
amount of black or red 
hardener required in blend- 
ing for a specific job. 





tztey 


“FLEX BODY FILLER 
a 
“me CREAM HARDENER 
—" . , . . . : Ox-6 
® Dirz-FLexX DX-666 is a new, easily worked body filler for dents, — rt od 


depressions, welded areas and broken metal that cannot be bumped out. pte Ove py need indie B= oo 


oi 
a e lly gt Problem ned ion 
Also excellent for areas that cannot be heated due to buckling. Tee tenible * Excellent 
es — a 
® Used with a new type cream hardener, Dirz-FLex changes from a rl 
- : . : een 
soft, pliable substance into a tough, waterproof and corrosion-resistant 
material that can be sanded, drilled, tooled and painted. 


® This new fully-flexible body filler withstands hard stresses of pound- DITZ-FLEX 
ing and bending. It is fast and easy to apply, shape and finish off. It ean be DX-666 
filed or shredded the next day. “Floating dust” problems in grinding are he 

eliminated—heavier-than-air particles drop quickly to the floor. WL 7, features 

® Use new Dirz-FLex DX-666 on your next job that requires metal ® Easy mixing 
repair. You'll be pleased with the easy way it mixes, without fuss or muss— @ Easy spreading 
saves you time and money. Ask your nearest DirzLer jobber for Drrz-FLex. 


®@ Easy sanding 


tzier olor Div., I ittsbur h late Glass Cc ompan ° Detroit, Mich. ° Torrance, alt. e 


® Feathers 
~DITZLER = 
® Non-bleeding 
® Butters out 
smoother 





PITTSBURGH PLATE GLASS COMPANY 
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New American Hammered design and a new material, control oil better than 
any ring on the market « New design is self-expanding—conforms even in 
tapered and out-of-round bores. New design is side-sealing. Stops smoking « 
New material, stainless steel, resists sludging and clogging. American Hammered 
stainless steel maintains its original, built-in tension. American Hammered, Auto- 
motive Replacement Division, Sealed Power Corp., Muskegon, Michigan. 


U.S. Pat. No. 2,789,872 








NOW...A NEW NAME FOR THE NUMBER 1 THERMOSTAT! 


Simply say Delco 


wl 


Today, General Motors thermostats proudly bear the new name of Delco-Harrison. 
The name Delco means new national recognition and acceptance. And, for half 
a century, the Harrison name has been the standard of quality in automotive heat 
transfer products. Now, these two great names combine into Delco-Harrison 
. .. to assure you of the highest standards of sales performance and product 
reliability. So, simply say Delco ... Delco-Harrison thermostats, 
distributed nationally through Umited Delco 
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Ball*joint with 


* mylon-sheath 


we New tie-rod end 


Pe OTE a 
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A Complete Line of Original Equipment 


CHASSIS PARTS 


For the Automotive Service Trades 


Permite Preferred chassis parts sell easier, 
faster and more profitably because they are 
original equipment parts, not imitations. 
Parts machined and finished within the close 
tolerances specified by manufacturers invari- 
ably fit perfectly and restore vehicles to “‘good- 
as-new’’ performance. 


The Permite name means customer satisfaction. 
Suspension parts give outstanding service. 
King bolt sets have strength and toughness 
for strenuous use. Spring shackles smooth 
out the road and eliminate noise. Tie-rod 
ends insure easier steering and positive con- 
trol, with the safety of dual bearings. 


CALL YOUR JOBBER FOR: Front End Suspension Parts + Steering Knuckle Supports «+ Control 
Arms « Coil Springs + Ball Joints + Tie-Rod Ends and Repair Kits + Spring Bolts + Spring Bolt Bushings « 
Spring Attaching Assemblies + Spring Shackles + Stabilizer Links + Drag Link Assemblies + King Bolt Sets 


The Most Complete Line of Engine and Chassis Parts Available 

. . . Bearings, Pistons, Cylinder Sleeve Assemblies, Valves, 

Water Pumps, King Bolt Sets, Tie Rod Ends, Drag Link Assemblies, 
Spring Bolts and Shackles, Stabilizer Links, Ball Joints, 

Front End Suspension Parts .. . Today’s Bigger and Better 

Line of Permite Preferred Parts. Call Your Jobber! 


ALUMINUM INDUSTRIES, INC., Cincinnati 11, Ohio 


In Canada—BWH SERVICE PARTS LIMITED, Merritton, Ontario 
Warehouses in—Toronto « Montreal « Vancouver « Edmonton 


rmite preferred 


by vehicle manufacturers / car and truck dealers / garage and service men / fleet operators 
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New Du Pont offer puts you in the 


profitable engine cleaning business 
for only $1869! 


Now you can make additional profits and provide a 
high-demand service for your customers with a new 
product—Du Pont Engine Cleaner and Degreaser — 
and do it with a minimum investment in dollars and 
labor. Using the specially designed Hydro Gun, it 
takes about 20 minutes to completely free an engine 
of grimy grease and oil. Every car owner is a prospect 
for this new service. It not only makes an engine look 
like new, but reduces under-the-hood fire hazards and 
improves heat transfer to make cars run cooler. 








ton 4 : = Oe ~ = ae L Ss DP -@. GF M4 a: 
EASY TO USE. Just spray c on engine... let it 
soak in for 15 minutes... flush it off with water. 








12 


You get 2 gallons of 


new Du Pont ENGINE 
CLEANER & DEGREASER 
plus HYDRO GUN to 


apply cleaner 


Here’s the long profit story: You can do up to 50 
engine-cleaning jobs with 2 gallons of Du Pont Engine 
Cleaner and Degreaser (you can dilute this concen- 
trate 9 to 1 with kerosene or solvent). Many dealers 
charge from $3.50 to $5.00 per job, which means you 
can gross from $175 to $250 with an initial investment 
of just $18.60. 

Contact your Du Pont jobber today and add this prof- 
itable new business to your operation and be sure to ask 


Jor your free promotion kit. 


COMPLETE DEALER PROMOTION KIT: 

e A large poster that announces your station as an Engine 
Cleaning Headquarters. 

e 50 colorful dashboard tags on the service—place them 
in your customers’ cars. 

e 50 cards for special mailings or with monthly bills. 


e Tip sheet for selling Engine 


Cleaning Service plus complete 


instructions. 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


DU PONT N°“7” PRODUCTS 
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LOW Up to 39% more 
in profile where undercar accessibility 
ample clearance 


is needed ‘ > <4 ] ) ; | 





LOWER =a 
where undercar 


wrench room is i aay 2 : 
needed | rs if 


ROLL-ON TYPE. 
AUTO 
“FRAME-KONTACT” 
SINGLE POST 


THE WORLD'S MOST COMPLETE LINE OF AUTOMOTIVE AN 








““FRAME-KONTACT” 
TWO-POST 
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For three out of four service jobs, you have to get under a car. 
That means using a Hoist . . . getting the car up so that vital 
underside parts are visible and accessible. For safety’s sake and 
trouble free driving, a car should be checked . . . periodically 
... from below! 


For service profits, a car should be raised on a Globe FS-10 
(single post) or FS-27 (2-post) ““Frame-Kontact”’ Hoist. These 
Hoists have superiorities unmatched by present-day lifts... 
easy swiveling arms . . . long-sleeved pick-up pads that reach 
to any chassis support area . . . full rotating, 3-position pads that 
will handle any car or any make or model. 


For complete data on Globe “Frame-Kontact” Hoists, write 


to Globe Hoist Company, East Mermaid Lane at Queen Street, 
Philadelphia 18, Penna. 


FOUR-POST 
ELECTRIC, 
| AUTO 





It's the llth Champion-sparked Indy win in 
Foyt wins Indianapolis 
with Champion spark 


The green flag drops! 33 cars 
charge over the starting line! 
And the fastest, hardest pace in 
Indianapolis history leaves only 
12 still running at race end. It’s 
the world’s toughest test of men, 
machines—and the parts that 
make them go! Three different 
brands of plugs sparked the 
starters—and Champions again 





sparked the winner! 


Before race, Champion's Chief Racing Engineer, Don 
Garner, checks spark plug for engine ‘‘readings’ with 
George Bignotti (rt.), owner and chief mechanic of winning 
car. Bignotti, an expert at tremendous task of readying car 
for race, said, '‘Champions are the best plugs I've ever 
used. I've tried a few others, but Champions seem more 
‘foolproof’ and always give good service. We use them in 
all our cars.” 


14 





For the 11th time in the last 12 years, the checkered 
flag flashed at Indianapolis for a car fired to victory by 
Champion spark plugs! National Driving Champion 
A. J. Foyt, Jr., drove his Champion-sparked Bowes 
Seal Fast Special into Victory Lane after racking up a 
new record for the 500 miles at Indy—139.130 mph! 
What does ‘this mean to you—and your customers? 
It means that—in competition with two other spark 
plug brands—Champions have once again proved their 
ability to deliver the winning performance—under the 


CHAMPION SPARK 
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the last 12 years! 


“500 in record time 





A. J. Foyt, Jr., comes charging out of the pits to drive his Champion-sparked Bowes Seal Fast Special to a 
record-cracking victory at Indy, averaging 139.130 mph! Foyt and owner-mechanic George Bignotti also chose 
Champion spark plugs to drive the 1960 Championship circuit, where Foyt won the National Championship. 


roughest, most demanding engine conditions imaginable! 

Chances are your customers will never place such 
rugged demands on the spark plugs in their engines— 
but Champion’s ability to deliver smooth, full-firing 
performance under the most extreme conditions is there 
if it’s needed. Why settle for anything less? 

Take a tip from the Brickyard—the world’s toughest 
proving ground for automotive parts—and always recom- 
mend and install dependable Champion spark plugs— SPARK PLUGS 
in every make of car! 


DEPENDABLE 


PLUG COMPANY + TOLEDO 1, OHIO 
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you get 
your 
Chevy parts at your 
Chevrolet 
HM dealer’s! 





MOTOR AGE @ July 196! 





When you need a part, you most always need it PDQ. Chevrolet dealers keep a broad 
stock of parts so that they can give you service PDQ (Parts Delivered Quick). Backing 
up dealers, Chevrolet maintains a large and modern warehouse system. Besides PDQ 
availability there are other benefits you can enjoy when you order your Chevy car and 
truck parts from your local Chevrolet dealer: Genuine Chevrolet Parts are engineered 
especially for Chevrolets; they are factory-approved, top-quality parts with the same long- 
run reliability that was built into the owner's Chevrolet; they are designed to fit right. 
Another important benefit: When you make your Chevrolet dealer your 
partner in service, you have a ready source for the latest developments in 
Chevrolet servicing methods that can save you time and effort in installation. 
. . . Chevrolet Division of General Motors, Detroit 2, Michigan. 


GM 


GENUINE 
PARTS 


there’s no business like Chevrolet business ... make your Chevy dealer your partner in service! 
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WIN A *100 FREE 
MERCHANDISE CERTIFICATE 


AND YOU CAN REAP A 


a za aee rrrrrr yy ZACOLDEN HARVEST OF 
ET RITA © 77 BIG-MONEY MERCHAN- 
ai _DISE CERTIFICATES! 
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wre IRE HS Ne a a aE) SS aS 
Here’s all you have to do to enter. Get your official entry blanks from 
any Autolite supplier. Absolutely nothing to buy or try. Complete jingle 
printed on the tag, sign your name, and drop 
your tag in the mail box. That’s all there is to it. 


YET 


PTETESTEETET iii 





You can enter as often as you like—once 
for each jingle tag you complete and mail 
in. There’s nothing in the rules to prevent 
you from winning twenty $100 Merchandise 
Certificates . . . if you send in twenty tags! 
It’s truly a golden opportunity! 


To show you how easy it is to win, the 
official Golden Harvest Jingle is printed 


below, with a suggested last line. Simply 
substitute your own last line for the one 
shown, making sure that your line rhymes 
properly in the jingle and that it makes sense. 
Big profits are brought into sight 

By the batt’ ry that’s loaded with might 
Now each one that’s sold 


Lines my pockets with gold 
IT’S A SURE-STARTING NEW AUTOLITE. 








PIII III III AIAA AA AAA AA AAA AAA AAA AAA KK a Aa Aaa 


MERCHANDISE CERTIFICATES 
REDEEMABLE AT DEALER COST 
Golden Harvest Merchandise 
Certificates are redeemable 
by your Autolite supplier at 
dealer cost rather than at 
retail. That makes every 
Certificate worth approxi- 
mately $150. And each Cer- 
tificate is good for merchan- 
dise of your choice to do with 
as you will—products of 
any type, any make your 
Autolite supplier handles. 
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CONTEST STARTS AUGUST 1 
THROUGH NOVEMBER 30 


The timing for this contest couldn’t be 
better. The top-notch months for battery 
sales are just ahead. Summer months are 
natural for selling batteries to customers 
planning vacation trips. September and 
October are ideal months to launch your 
pre-winter selling push. Your Autolite sup- 
plier is stocked to handle your battery 
orders right now. So enter the contest 
today. Send in your last line to the Golden 
Harvest Jingle and get a good start on win- 
ning several $100 Merchandise Certificates. 


®-AUTOLITE. - 





IK 
SECONDS 


and a dime 


MOTOR AGE @ July 196! 





Delco-Remy’s External Adjustment 
Regulator shrinks a fleet's voltage- 


_. Double Contact setting downtime to seconds. The only 

tool needed is a screwdriver—or a dime. 

; : No electrical checking equipment or 

Voltage Regulator iS Adjusted warm-up period required. Accidental 

out-of-limit settings are simply impos- 

: sible. gm Changing from city driving to 

Accurately toa New setting country? Or from winter to summer? 

Voltage settings can be adjusted almost 

instantly—and you know whatthat 

to batteries and electrical systems. 

Longer life. Extra dependability. @ An- 

other thing: This new regulator has 

life-prolonging ntact design 

that keeps generator voltage under strict 

control at every speed. How long will 

this Delco-Remy Regulator last? Almost 

twice the life of an ordinary regulator. @ 

See how Delco-Remy piles one econ- 

omy atop another? Insist on Delco- 

Remy Double Contact External Adjust- 

ment Voltage Regulators for every car 

and truck you own. They're painstakingly 
designed to save you money. 


Delco-Remy 
electrical systems 


FROM THE HIGHWAY TO THE STARS 
DIVISION OF GENERAL MOTORS + ANDERSON, INDIANA 
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Your Guarantee 
Perfect Matched-Perfor 
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961 MCQUAY-NORRIS 


Most overhauls require both piston rings and engine 

bearings. It’s a natural combination —and only McQuay-Norris makes 
both. For assurance of operating perfection, it makes sense to install 
McQuay-Norris “matched-performance” piston rings and engine 
bearings. They work efficiently together because they’re made by the 


same company, designed by the same engineers, to lick the same 


major problem —oil consumption. Use them on your next job. 


McQUAY-NORRIS MANUFACTURING CO., ST. LOUIS * TORONTO 





Be ready to go both ways... 
sell both ZEREX and 
TELAR anti-freeze 


The anti-freeze market is changing, just as it changed 
years ago when your customers began switching from alcohol- 
based products to permanent-type anti-freezes like ZEREX. 
This fall, of course, millions of motorists will rely on 
Du Pont ZEREX as they’ve been doing for years. With its 
MR-8 rust inhibitor, ZEREX remains the best product of 
its type and will again be a top seller. 

Yet there is increasing evidence of a new trend develop- 
ing in anti-freeze . . « a trend just like the one you've seen 


ZEREX® anti-freeze 

with MR-8 rust inhibitor 
«+. finest permanent- 
type anti-freeze 


toward other longer-life products, like tires, batteries, motor 
oils. So why not capitalize on this trend in the anti-freeze 
market . . . by selling TELAR. TELAR is the new Du Pont 
anti-freeze and summer coolant that protects against freez- 
ing, rust and overheating year after year, winter and sum- 
mer (requiring only occasional make-up). Since the trend 
started last year, Du Pont has made selling TELAR even easier: 
This year there is a new low price on Tetar—$3.95* a 
gallon, So for 61, TELAR becomes the premium anti-freeze 


TELAR® anti-freeze 
and summer coolant 
protects 

year after year 


*Fair Trade price in those 
States where applicable, 
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at a price that is going to have more and more of your cus- 
tomers asking for it. For just a little more per gallon than 
ordinary anti-freezes you install, you can give your customers 
the proven, long-lasting anti-freeze, anti-rust and summer 
coolant that can be used year after year. 

So no matter how you look at it, it’s smart to sell both 


Du Pont anti-freezes—ZEREX and TELAR—this season... 
to increase your anti-freeze gallonage, increase your profits 
and increase your customers’ satisfaction. 


Color Check is an added safeguard! Du Pont has proven 
that the super rust inhibitor in TELAR can be expected to 
outlast your customer’s car. To be sure he will have complete 
anti-rust protection at all times, a Color Check feature was 
added to assure him the rust inhibitor is continually doing 
its job. TELAR is the first anti-freeze with this feature. If 
TELAR turns from normal red to yellow (and this rarely 
happens), it should be replaced because it is no longer fight- 
ing rust, though it may still be giving anti-freeze protection. 





IMPORTANT NOTE TO DEALERS 





You'll probably never have a customer whose 
TELAR turns yellow. But if you should, re- 
place it immediately . . . the amount initially 
installed. Then just return the installation 
certificate issued to the customer to your 
anti-freeze distributor, Your stock will im- 
mediately be replaced with the exact amount 
of TELAR that you installed. 


Please note: Du Pont, of course, does not 
take responsibility for loss of TELAR from 
any cause (leakage, overflow, etc.). 

Complete details for replacement of any 
TELAR which has turned yellow, along with 
original installation certificate for the cus- 
tomer, will be found in the Du Pont 1961 
point-of-sale Dealer Kit. 
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BETTER THINGS FOR BETTER LIVING 
eee THROUGH CHEMISTRY 





EXTERIOR of -Economotors, Inc., Riverside, Calif. 
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LESLIE F. BELTON, GENERAL 
MANAGER of Economotors, Inc. 
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THIS NATIONAL SYSTEM pays 
for itself in less than a year. 


“Our @alional Accounting System 
saves us‘°9,200 a year... 


returns 120% annually on investment!”’ 


‘We have eliminated handwriting 
and balancing problems with our 
National Accounting System. As a 
result, accounts are much easier to 
audit. The color coding of records 
allows quick distinction and affords 
great savings in processing time. 
With the National, we are saving 
200 hours a month over our pre- 
vious method. 

“Our employees are especially 
pleased with the ease of operation 
of the System. Records are current 
and correct at all times. No more 
waiting for important information to 
be gathered. It is always at our finger 


—Economotors, Inc., 


tips. And the low cost of the ac- 
counting forms used by the System 
is another substantial saving we get 
from our National. 

“The efficiencies of our National 
Accounting System save us $9,200 
a year. It returns 120% annually on 
our investment. And it is one of the 
soundest investments we have ever 
made!” 


Seite c% Bet lo—— 


General Manager 
Economotors, Inc. 


THE NATIONAL CASH REGISTER COMPANY, vayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES @ 77 YEARS OF HELPING BUSINESS SAVE MONEY 
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Riverside, Calif. 


Your auto agency, too, can benefit from 
the many time- and money-saving fea- 
tures of a National System. Nationals 
pay for themselves quickly through 
savings, then continue to return you 
a regular extra yearly profit. National's 
world-wide service organization will 
protect this profit. Ask us about the 
National Maintenance Plan. 

(See the yellow pages of your op” 
phone book.) 


_-AYRADE MARK REG. U. S. PAT. OFF. 
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IGNITION & ELECTRICAL SYSTEM 


EXHAUST SYSTEM 


ENGINE OVERHAUL 
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A new Time-S3ver... 


makes 101 fobs easier! 


CRC 5-56 makes easy work out of many automotive repair 
jobs. This amazing formula restores original torque values to 
corroded and rusted nuts, bolts and studs, cleans surfaces 
quickly and has a beneficial lubricating effect. Equally im- 
portant, CRC 5-56 drives out moisture and forms a continu- 
ous protective film which prevents future deterioration 
of parts due to moisture. Shorting of ignition and 
electrical components, due to condensation and splashing, 
can be eliminated by spraying with CRC 5-56. 

CRC 5-56 is harmless and non-toxic. It will not evaporate 
and become brittle and hard and, once applied, there is no 
time limit on its effectiveness. Try it today while you are 
doing a complete engine overhaul, disassembling components 
for repair and adjustment or making a minor tune-up. Then 
you'll know why successful mechanics use CRC 5-56. 


CORROSION REACTION CONSULTANTS 
116-5D Chestnut Street, Philadelphia 6, Pa. 
FORMULA 


3:96 


AUTOMOTIVE 





Whee/ Alignment of the Future - here 


John BEAN J.T T-A-MATIC 


no other aligner can match these features! 


LOW SPACE REQUIREMENT: Rack is only 1514 feet from tip to tail, yet puts full-scale wheel alignment 
service in a single service bay. Eliminates runway approaches, keeps driveways clear, handles the largest 
standard American passenger car. Handles up to 6000 lbs. weight at 150 lbs. air pressure. 


REMOTE CONTROL AIR LIFT: Push-button automation: Just drive the car on the rack, reach out and push 
the button and air cylinders lift car into aligning position. Fast, positive, safe. 

VARIABLE-TREAD RUNWAYS: Variable 40 to 68 inches on giant, non-binding rollers. Handles conventionals, 
wide-tracks, compacts, sports, imports .. . you’ll never turn a car away! 

MECHANIC’S DREAM: Roller-bearing mounted runways glide at fingertip touch. Clear-center construction 
is 4114" wide, runway height just 20”—perfect for working from creeper. 

EXCLUSIVE “SHAKE-OUT”; No need to turn swing-axle cars around to align rear wheels. A couple of “‘bounces”’ 
on the easy-moving runways, and wheels assume normal road position for fast, accurate aligning. 

NO PIT PROBLEMS: Lift-A-Matic installs anywhere (even on the second floor). No need for expensive 
pits. Can even be relocated if necessary. 

AUTOMATIC SAFETY: Safety leg supports runway if air supply should fail. Safety runway guards auto- 
matically hold until released by push-button. 


AS YOU LIKE IT: Lift-A-Matic is available with Visualiner optical heads, mechanical or magnetic gauges, 
as a rack only or as a modernizer or conversion kit to up-date your present equipment. 


DIVISION OF 





PUSH BUTTON 
AIR LIFT CONTROL 


Operator drives on Lift-A- 
Matic Rack, presses button 
while still in driver’s seat. 
Air lift puts car in aligning 
position automatically! 


FREE CATALOG: 

You've never seen anything 
like Lift-A-Matic, because 
there is nothing like it! 
Remedy that situation by 
calling your John Bean 
jobber or writing us for a 
free catalog. 


FOOD MACHINERY AND CHEMICAL CORPORATION 


LANSING, MICHIGAN 
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Now! Engine bearings 
to match modern 
engine loads 


No one bearing alloy is right for all engines. Engines 
change, and bearings need to change to meet new 
engine requirements. In less than ten years, horse- 
powers have tripled and compression ratios have in- 
creased. Engines have become shorter, more compact, 
with smaller bearing areas to carry increased loads. 


For example, the straight eight engine shown above 
uses nine babbitt main bearings. These babbitts are 
still best for moderate loads. But the high-horsepower, 
compact V-8 has only five main bearings—smaller in 
size—in an engine with much greater loads. A new 
kind of bearing was needed for this new engine. 








1. STEEL BACK 

2. COPPER ALLOY 
LINING 

3. SPECIAL BAR- 
RIER PLATE 

4. LEAD-TIN 
OVERPLATE 

5. PURE TIN 
FLASH PLATE 








That’s why Federal-Mogul engineers developed the 
CP bearing . . . more than doubling the load capacity 
of babbitt bearings. Its 5 separate metallic layers in- 
clude a copper-alloy lining and an overplate that 
combine outstanding fatigue strength with good 
shaft conformance. 


Babbitts and CP bearings are just part of the com- 
plete Federal-Mogul line that also includes aluminum- 
alloy and straight copper-alloy bearings. For longest 
service in your next overhaul, use the bearing that’s 
matched to the engine. You'll also get the kind of 
happy customer who helps build your business. See 
your Federal-Mogul jobber. 


FEDERAL-MOGUL«« BEARINGS 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. ¢ DETROIT 13, MICHIGAN 
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WIX PUTS YOU A STEP AHEAD- 
and Gives You the Filter Selling Tools to Keep You Out Front 


ewex:0 


WIX-O-MATIC is not an ‘“‘Assortment,” 
“Deal” or “Premium.” It’s a Scientific Sys- 
tem of efficient selling which eliminates the 
six profit-stealing faults of the uncontrolled 
stock ... lost time identifying the right filter 
... ot having a filter when needed . . . hav- 
ing too many slow-moving numbers . . . dz- 
plicated stock of different make filters .. . 
guessing the proper charge for service .. . 
obsolescent numbers and unsightly display. 


~~ 


INSTANT IDENTIFICATION — The exclusive WIX DIAL-O-MATIC 
Cartridge Selector identifies any filter in five seconds. 


AUTOMATIC STOCK CONTROL — You can't be out of a num- 
ber or overstocked — as each sale is made you're automatically 
reminded to reorder. 

GUARANTEED SALE — WIX guarantees that you will sell every 


WIX Oil or Air Filter you buy when you own a WIX-0-MATIC 
Wall or Floor Cabinet, 


INSTALLATION CHARGE GUIDE — Some filters can be serviced 
in minutes — others take longer. WIX gives you a realistic guide 
to the service charge you're entitled to make. 

With WIX-0-MATIC you tailor your stock to fit your needs. You 
get maximum turnover with a minimum investment. 


With WIX you're always two steps ahead . . . first, with a su- 


perior product that gives you a full profit and . . . second, with 
a scientific selling system that increases your filter business. 


YOU GET- 





Now, ask your job- 


ber how you can get 
FILTERS WIX-O-MATIC FREE! 


WIX CORPORATION 
GASTONIA « N.C, 


In Canada: Wix Corporation Ltd., Toronto 
In New Zealand: Wix Corporation New Zealand Ltd., Auckland 
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Chevrolet makes another move to keep present owners happy! 


pe 








Now—Chevrolet Service Consultants Help Dealers Serve Customers Better! 


As Chevrolet dealers know, keeping a customer happy with his present Chevrolet is 


the best way to keep him coming back. That’s why Chevrolet looks constantly for new 


ways to make Chevrolet owners the best cared for owner-family of all. 


The Chevrolet Owner Relations Program, first and 
only one of its kind in the industry, was founded on 
the principle that the customer comes first. And now 
Chevrolet scores another first—the establishment of 
a new staff of service consultants to work in the field 
with Chevrolet dealers for an even greater degree of 
customer satisfaction. Under the new Professional 
Development Program, a series of three-week courses 
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is being held in Detroit for the professional training 
of these consultants in the fundamentals of operating 
an efficient and modern dealership service facility. 
This is just one more example of the forward-looking 
steps being taken by Chevrolet to help dealers 


serve owners better. . . . Chevrolet 
Division of General Motors, Detroit 
2, Michigan. 
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I] EASIBEND 


TAIL PIPE SIZES 
FIT 85% 


OF YOUR JOBS 


Any dealer with this 11-piece Easibend assortment can complete a 
tail pipe installation on 85% of his customer’s cars. With ready-bent 
pipe, he has less than a 5% chance of having the right pipe for the 
job. This 11-piece Easibend assortment is self-standing, self-display- 
ing, self-selling. It occupies only a few square feet of floor space and 
replaces more than 600 ready-bent tail pipes. The ‘“‘Easibend 11’’ fits 
new cars, old cars, foreign cars and customs and installs faster than 
ready-bent. 

Sturdy One-Piece Spiral Construction of hot-dipped galvanized steel for longer 
life. Easibend has been tested up to 700 P.S.I. 

Easy to Bend without tools to match any shape needed. Easily straightened and 
rebent. Holds bends rigidly and permanently. Can be reshaped right on car if bends 
are incorrect or if pipe touches frame or body. 

Can’t Leak because it’s asbestos packed, leakproof to deadly carbon monoxide gas. 
Long Life—Convolutions in construction give 3 times the metal surface for faster 
heat radiation and faster condensation evaporation reducing ‘‘rust-outs’ and 
wear and lengthening life. 

Dressy, Permanent, Vibration Proof—No sagging bends or wobbly ‘‘runs.” 
Actually requires fewer bends and brackets than ready-bent pipe. Complete with 
nickel chrome ferrule on the bumper end. The only tail pipe on the market where 
the customer does not need a tail pipe extension. 


/~ quired. Bends fast and easy. Installs in 
l 15 minutes—actually quicker than ready- 


~ 
_ ~ EASY-TO-INSTALL—No tools re- 


= O2n0=Han 


bent. Dealers report best results by 
“rough bending”’ to configurations of old 
pipe and “‘finish’’ bending as needed dur- 
ing installation. May be bent—straight- 
ened—rebent as needed, 





ORDER YOUR “EASIBEND 11” NOW FROM YOUR JOBBER 


or write 


THE INTERNATIONAL METAL HOSE CO. 


BELLEVUE, OHIO 
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JOBBER EXECUTIVE EDITION 


The Importance of Publicity 


Excerpts from a new 
manual produced and 


published by the Auto- 


motive Advertisers 


Council and sponsored 


by the A.S.1.A. 


UBLICITY is news. Getting 

publicity for yourself and 
your company is the business 
of getting into the news as often 
as possible, either in the news- 
papers, in automotive trade 
papers, on radio or television, or 
simply by getting talked about. 

Some news comes about nat- 
urally, though favorable things 
that happen to you and your em- 
ployees, and things they do, us- 
ually outside the line of busi- 
ness. This is good, when the 
happenings are reported to 
people who can spread the word 
or put it in print. It isn’t enough 
news to put the spotlight of pub- 
lic attention on your business. 
The normal running of your 
business is usually not news. 
You have to recognize and 
create news opportunities in or- 
der to get publicity. 

Publicity is important be- 
cause it makes your advertising 
doubly effective and because it 
helps make sales. People have 
more interest and confidence in 
your advertising if they have a 
personal knowledge of you and 
your business. They pay more 
attention to your ads. . . your 
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mailing pieces. The mere repeti- 
tion of your name in print, on 
the air or screen and by word of 
mouth. . . the photographs of 
you, your personnel and your 
place of business. . . can give 
this feeling of personal knowl- 
edge to people who have never 
been in your store. 

Publicity establishes you and 
your company as an important 
part of the community. It is a 
constant reminder to service sta- 
tion owners, garage owners, car 
dealers and mechanics that you 
are in business. It acquaints the 
ultimate users of your products 
—car, truck and tractor own- 
ers—with the nature of your 
business. . . establishes in their 
minds the fact that there is a 
source of quality parts and ac- 


whi 


cessories for all makes and 
models of vehicles in their own 
community. When their equip- 
ment goes wrong, they will not 
only think of a garage, dealer or 
service station, but also how 
those outlets depend upon your 
firm as a source of supply. 

As a distributor, you have sev- 
eral advantages over other types 
of competitors in the automotive 
supply business, and you can 
cash in on them if you really 
make an effort. You are an ex- 
pert in the field of automotive 
parts and supplies and can be 
of help to your customers with 
advice and special services—if 
they know what you have to 
offer, the best mechanics in 
town are likely to be in your 

Continued on page VII 





Part Jobber Needs 


This Oklahoma jobber’s 
shop provides half of his 
parts volume 


eV ITHOUT our machine shop,” said Ned 
Burch, who with his brother, Bob, own 
and operate Burch’s Automotive Machine and 
Parts, Lawton, Oklahoma, “our parts volume 
would drop off at least 50 per cent.” 

This is understandable when it’s considered 
the machine shop is doing a large per cent of 
their work for local dealerships. 

“We get to sell the parts, too,” Bob explained. 
“We stock a complete inventory of oversizes, and 
they don’t. As a rule, dealers only stock standard 
sizes. This is one more outlet for parts we 
wouldn’t have without a machine shop.” 


Bob Burch getting ready to grind crankshaft in car. 


Ned Burch at pin fitting & rod reconditioner. Machinist resurfaces head in the machine shop. 
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Machine Shop Service 


The machine shop employs 5 full time machin- 
ists, plus 2 deliverymen, each equipped with a 
truck. 

Free pick-up and delivery service is one of the 
shop’s features. 

“We do a lot of brake jobs,” Ned went on. “And 
our customers expect prompt service in order to 
prevent tying up their work stalls over long, and 
reducing the productive time of their mechanics. 
We'll turn from 20 to 30 drums a day. And, of 
course, we get to install the oversize lining.” 

Turning the drums brings in $1.50 each—or 
$6.00 for a set of 4. Turning truck size brake 
drums runs higher. A crane over the drum lathe 
makes handling of the truck sizes easier and 
faster. 


No Mechanics Employed 


This shop employs no mechanics, as such. The 
shop attempts no tearing down, no rebuilding of 
engines. And they have no exchanges. 

On an average, the machine shop turns 2 crank- 
shafts in the engine daily. For this, there is a 
flat charge of $12.50 each. 


Bob Burch is shown at crankshaft grinder. 
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The dealer or garageman brings in the car with 
pan dropped. “All unbuttoned for us,” said Bob. 
“Thus it only takes us an hour-and-a-half to set 
up and complete a job. When we've finished, our 
customer tows the car to his shop. 

Head resurfacing is another indispensable and 
profitable machine shop service. Burch’s resur- 
face from 40 to 50 heads a month. . . . $6.00 for 
8 cylinder heads; $4.50 for 6’s. 

Turning crankshafts out of the engine is 
geared to giving same day service. For passenger 
cars, V8’s run $17.50; 6’s, $15.00. On the other 
hand, I.H. 450’s run $27.50. 

Shop is not equipped to handle heavy industrial 
work. There is not sufficient potential in the area 
to make it worthwhile. 

“With modern automotive engines,” said Ned 
Burch, machine shop work is an integral part 
of every rebuilding, or major overhaul job. 

“A parts jobber with a machine shop service 
doesn’t have to court retail customers with whole- 
sale prices.” 

This partly explains Burch’s shying away from 
any and all mechanic service. 

(Continued on page VI) 


Owner and machinist installing valve seats. 





Automotive Wholesaler’s Sales and Inventories 


Data from the Bureau of the Census, Dept. of Commerce 


— Per Cent Change in—— , 
Sales Inventories 
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Monthly Sales of Automotive Jobbers Monthly Sales of Franchised Car Monthly Sales of Gasoline Service 
incl., Tire and Tube Wholesalers* Dealers* Stations* 


All Data Are in Millions of Dollars All Data Are in Millions of Dollars All Data Are in Millions of Dollars 


Per Cent Per Cent Per Cent 
1961 1960+ Change 1961 1960t Change 1961 1960+ Change 
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Total—12 Months.. _... om ay Total—12 Months... : Total—12 Months.. _... 
Total—4 Months... $1,738 $1,749 —0.63 Total—4 Months... $ 9,560 ° Total—4 Months... $ 5,552 
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* Estimated by the Bureau of the Census. t+ Subject to revision due to new sample. 


MONTHLY SALES OF AUTOMOTIVE WHOLESALERS— 
INCLUDING TIRE AND TUBE WHOLESALERS 


(All Data in Millions of Dollars) 


* 1960 data are subject to revision due to a new sample based on 1968 Census of Business. 
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Oil Company Liaison 
Committee Reports To 


has been calling on top manage- 
ment of major oil companies in 


ASIA Board 


the interest of securing their 
cooperation in preserving a free 
competitive market on TBA in 


After hearing a report of the ia: edhe’ wbnitege: 


Oil Company Liaison Commit- 
tee, the Board of Directors of 
the Automotive Service Indus- 
tries Association approved its 
work and instructed that it be 
continued. 

The Committee, under the 
chairmanship of Victor L. Toft, 


AP Sales Movie Wins 
Film Festival Award 


The AP Parts Corporation’s 
1961 sales film “Ya Gotta Let 
Continued on page VI 





MOTOR AGE publisher, R. W. Case, Jr., and editor, F. P. Tighe 
(fifth and sixth from right, front row) are pictured with the maga- 
zine’s combined sales and editorial staffs at the annual Sales Meet- 
ing held recently in Philadelphia. 


Forty-seven A.S.I.A. automotive wholesalers executives are pic- 
tured at the University of Illinois where they recently completed a 
week long course in Top Management, which included such sub- 
jects as sales management techniques, training of salesmen, finan- 
cial management, and advertising. 
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INDUSTRY 
MEETINGS 


July 23-25—Automotive Whole- 
saler Trade Assn. Executives 
Meeting, Brown Suburban Hotel, 
Louisville, Ky. 

July 23-28—National Congress of 
Petroleum Retailers, Inc., 15th An- 
nual Session, Cosmopolitan Hotel, 
Denver, Colo. 

Aug. 4-5—IGO of South Carolina, 
Inc. 2nd Annual Convention, Jack 
Tar Hotel, Greenville, S.C. 

Aug. 13-15—Kentucky Automo- 
tive Wholesalers Assn. Conven- 
tion, Lexington, Ky. 

Aug. 18-20—IGO of North Caro- 
lina Annual Convention, Sir Wal- 
ter Hotel, Raleigh, N.C. 

Sept. 13—American Petroleum In- 
stitute Div. of Marketing, Lubrica- 
tion Committee Meeting, Tray- 
more Hotel, Atlantic City, N.J. 
Sept. 13-15—National Petroleum 
Assn. Annual Meeting, Traymore 
Hotel, Atlantic City N.J. 


Oct. |1-14—Automotive Whole- 
salers of Texas Convention and 
Booth Conference, Granada 
Hotel, San Antonio, Texas. 

Oct. 16—17—National Automotive 
Parts Assn. National Business Con- 
ference, Denver Hilton Hotel, Den- 
ver, Colo. 

Oct. 30-Nov. 2—Automotive 
Warehouse Distributors Assn. Con- 
vention, Muehlebach Hotel, Kan- 
sas City, Mo. 

Nov. 8—-10—Automotive Parts Re- 
builders Assn. Convention & Trade 
Show, Hotel Biltmore, Los An- 
geles, Calif. 

Nov. 16-18—Virginia Automotive 
Wholesalers Assn. Convention, 
Hotel Roanoke, Roanoke, Va. 


Nov. 16-19—California Automo- 
tive Wholesalers Assn. Conven- 
tion, Catamaran and Babia Motels, 
Mission Bay, San Diego, Calif. 
Nov. 27-30—National Automotive 
Parts Assn. Annual Meeting, Drake 
Hotel, Chicago, Ill. 

Continued on page VII 





Newsettes ...... 


Continued from page V 


, 


Em Know,” was awarded first 
place in the Sales Promotion 
category of the American Film 
Festival, sponsored by the Vis- 
ual Presentation Assn. and the 
Sales Executives Club of N.Y. 

The film, produced by Porta- 
films, Inc., was made for dealer 
and wholesaler meetings to tell 
the quality story of AP products 
and to demonstrate proven sales 
methods for mufflers and pipes 
at the service station and ga- 
rage level. 


Albert Joseph, (seated, eighth from right) advertising manager of the AP Parts 
Corporation, was elected president of the Automotive Advertisers Council at its 

recent spring meeting. The group, which met at the Homestead Hotel, Hot 9 
Springs, Va. held a four-day session on current events and marketing problems ° 
in the automotive aftermarket. 


A.S.LA. Maps Highway 
Safety Campaign 


At an all-day meeting held in 
Chicago recently, the Safety 
Committee of the Automotive 
Service Industry Association laid 
plans for a vigorous program. 
It urged passage of periodic 
motor vehicle inspection laws in 
the 32 states not having them. 

The group plans a compre- 
hensive public relations and pub- 
licity campaign on both national 
and local levels. It will establish 
liaison with other national 
groups in promoting highway 
safety. 

Continued on page VII 


The senior girl scouts of the 
Middle Tennessee Girl Scout 
Council will have a year round 
camp building, thanks to the 
generosity of the Middle Ten- 
nessee Automotive Wholesalers’ 
Association. Miss Polly Fesse, 
executive director for Girl 
Scouts receives a check for 
several thousand dollars from 
Harold Q. Forehand, president 
Middle Tennessee Automotive 
Wholesalers, and George (Pete) 
Peterson, secretary and treas- 
urer of the Association. 


Parts Jobber... . 


Continued from page III 

“We don’t intend getting in- 
volved in redoing jobs some do- 
it-yourselfer has fouled up... at 
what would be our labor cost, or 
less, because we sold them the 
parts. 

“Our wholesaler prices are re- 
stricted to our wholesale accounts 
exclusively. We’re not their com- 
petitors.” 

While this shop makes every 
legitimate attempt to schedule 
their work to render same day 
service, there is never any hurry- 
ing up at the expense of quality 
workmanship. 

“There is too much labor 
ahead, and behind us to try,” 
said Bob. “Furthermore, ma- 
chinists don’t like it. They think 
in close tolerances, and nothing 
short of perfection satisfies 
them.” 

Both machinists by trade, Bob 
and Ned speak from experience. 


Busy Shop 


This shop is continually busy 
with the already mentioned work, 
plus valve refacing, fitting pins, 
reconditioning rods, reboring 
cylinders, and installing valve 
seats. 


There are 173 
members of ASIA 
who have been 
in business 25 
years or longer. 


MOTOR AGE 
salutes these 
Pioneers—and 
asks—who is 

the oldest Jobber 
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Newsettes ...... 


Code Of Ethics For 
ASIA Rebuilders 


Rebuilder Members of the 
Automotive Service Industry 
Association have adopted a 
Code of Ethics, outlining twelve 
articles of responsibilities with 
reference to their service func- 
tions in the industry. 

Included in the Code are ar- 
ticles on: Quality, Distribution, 
Plant Facilities, Regulatory 
Compliance, Catalogs and Price 
Sheets, Policies, Identification, 
Technical Assistance and Inven- 
tory. 


* * * 


Six State Automotive Group 
Endorses Vehicle Safety 
Check Programs 


The Southwest Automotive 
Wholesalers Association, repre- 
senting members in Arkansas, 
Kansas, Nebraska, 
Oklahoma, and Texas, has 
passed a resolution favoring 
state periodic motor vehicle 
safety inspection programs as 
a vital phase of overall traffic 
accident control. 


Missouri, 


McGovern Named President 
Of Friction Materials Group 


James L. McGovern, Raybes- 
tos-Manhattan, Incorporated 
was elected president of the 
Friction Materials Standards 
Institute, Incorporated at the 
group’s recently held Annual 
Meeting. Other officers elected 
for this year were: S. Arthur 
Smith, Silver Line Brake Lining 
Corporation, vice-president ; 
Harold Hodson, The Bendix 
Corporation, Marshall-Eclipse 
Division, treasurer; and Miss 
Harriet G. Duschek, secretary. 


* * * 


Ryan Wins MEMA 
Summer Scholarship 


Lee G. Ryan, credit manager 
for the Replacement Division of 
Thompson - Ramo - Wooldridge, 
Incorporated, is one of three 
credit executives in the country 
to win summer scholarships 
sponsored by the Motor and 
Equipment Manufacturers As- 
sociation. He will attend the 
Dartmouth College’s Graduate 
School of Credit and Financial 
Management for an intensive 
two-week course during each of 
the next three summers. 





John F. Creamer, Sr. (left), 
chairman of the board of 
Wheels Incorporated, accepts 
the Distinguished Service 
Award of the Automotive Serv- 
ice Industry Association from 
J. L. Wiggins, executive vice 
president of ASIA. 
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best n it the Associations 
Distinguished Service Award 


This Distinguished Service 
Award was presented recently 
by the Automotive Service In- 
dustry Association to 173 of its 
member firms. Only ASIA mem- 
bers who have been in business 
for 25 years or longer are eli- 
gible for the honor. 


Industry Meetings 
Continued from page V 


Dec. 9-1 |—8th Annual Auto Trim 
Show-Convention, Hotel Ambas- 
sador, Los Angeles, Calif. 


Jan. 19-21, 1962—Ohio Automo- 
tive Wholesalers Assn.—Booster 
Convention and Booth Show, The 
Neil House, Columbus, Ohio. 


Feb. 3-7—National Automobile 
Dealers’ Assn. Convention & Ex- 
hibition, Convention Hall, Atlan- 
tic City, N.J. 


Feb. 28—-Mar. 3—lInternational 
Automotive Service Industries 
Show, Navy Pier, Chicago, Ill. 


Mar. 22-25—Pacific Automotive 
Show, Memorial Coliseum, Port- 
land, Ore. 


Apr. 29—May 2—National Auto- 
motive Parts Assn. Spring Meeting, 
Boca Raton Hotel, Boca Raton, 


Fla. 


Nov. 26-29—National Automotive 
Parts Assn. Annual Meeting, Drake 
Hotel, Chicago, Ill. 





Importance of 
Publicity ........ 


Continued from page ! 


machine shop—publicize them! 
You have the advantage of the 
national advertising done by 
manufacturers of automotive 
parts, accessories, equipment, 
tools, and supplies to establish 
the brand names and the quality 
of the merchandise you handle. 
Selling automotive supplies is 
your entire business; you are 
not involved in the sale of new 
or used cars and trucks, or the 
thousand and one items found 
in a chain store or mail order 
catalog. Capitalize on your 
special knowledge and experi- 
ence—let people know about it 
through publicity! ; 








Motor Age’s 


WHO'S WHO 


Recent Appointments 


Theodore F. Walker (photo) 
—as a director of Kent-Moore 
Organization, Incorporated. Mr. 
Walker is executive vice presi- 
dent of the Corporation. 

R. I. Hahn—president and di- 
rector of Walker Manufacturing 
Company, as a member of the 
Board of Directors of the Mo- 
dine Manufacturing Company. 


Eugene L. Jackson—as vice 
president-marketing for’ the 
automotive and industrial divi- 
sions of Aro Equipment Corpo- 
ration. 


Robert W. Stutt (photo)—as 
trade sales manager for World 
Bestos, New Castle, Indiana. 


Charles P. Hoffman, Jr.—as 
staff engineer of the Truck 
Trailer Manufacturers Associa- 
tion. 


Mark E. Rasper—as director 
of sales and Engineering of the 
Delco Moraine Division of Gen- 
eral Motors Corporation. 


Walter Listerman—as sales 
manager of replacement sales 
for the K-D Lamp Company. 


Harry R. Mize (photo)—as 
vice president and general sales 
manager of Sterling Aluminum 
Products Corporation and all 
subsidiaries including Grapho 
Products, Incorporated, and 
Rich Manufacturing Corpora- 
tion. 


Charles C. McLean—as spe- 
cial projects engineer at the Re- 
search and Development Depart- 
ment of the Grizzly Brake Divi- 
sion of MarPro, Inc. 


James C. Jones—as a field en- 
gineer for the Denison Engi- 
neering Division, American 
Brake Shoe Company. 


Joseph D. McNulty—as a re- 
gional manager for automotive 
sales for the Permatex Com- 
pany, Incorporated. 


Carl H. Beverly (photo)—as 
general manager of the United 
Specialties Division of Nove In- 
dustrial Corporation. 


Lou Silverman—as sales man- 
ager of automobile and com- 
munications antenna for the 
New-Tronics Division of Auto- 
matic Radio Manufacturing 
Company. 


Douglas G. Lytle—as Cleve- 
land district sales manager for 
the Equipment Sales Division of 
Raybestos-Manhattan, Incorpo- 
rated. 


Frank Eagan—as vice-presi- 
dent of the Bristol Filter Com- 
pany, a division of Automotive 
Utilities Company of Newark, 
New Jersey. 


John R. Branstrator—as an 
applications engineer for the 
OMC Engines and Equipment 
Division of Outboard Marine 
Corporation. 


John A. Swayze (photo)—as 
marketing manager for Delco 
Batteries in Detroit. 
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The name that brought you 
famous Copper-Woven Linings 


now introduces 
a complete new line of 


BRAKE PARTS 


... t0 make your brake business 
BIGGER and MORE PROFITABLE than ever before! 











reu-Rock 


offers you 


e Complete line of master and wheel cylinder assemblies e Complete line of maste 
and wheel cylinder repair kits e Complete line of system components e Brake 
hose e Brake cable e Brake fluid e Optional added equipment, such as system 
bleeder, cylinder hones, and wheel cylinder clamps 


It's a complete line that can help make brake service the 
MOST IMPORTANT PART of your business! 





AS ALWAYS, GIVES YOU THE EXTRA 
ADVANTAGES YOU CAN SELL PROFITABLY | 





Special Rubber Compounds — Developed 
through exhaustive research, they are among 
the very few that meet or exceed highest SAE 
specifications for cylinder cups. Resistant to 
extreme heat and cold, and with lasting 
resiliency 


Better Cup Design —This master cylinder 
secondary cup has a graduated flare on the lip 
to provide a better seal. A special bead 
molded under the lip reinforces the flare to 
prevent collapsing and cylinder leakage. A 
handy fiber ring is packed in each master 
cylinder repair kit to compress the secondary 
cup so it can be inserted in cylinder easily and 
quickly without damaging the flare 


Finer Wall Finish—Cylinders are made of 
non-porous, high-density gray iron. Their 
“bearingized”’ walls are held to tolerances of 
approximately 20 micro-inches, approach the 
smoothness of glass. 


Longer Lasting Brake Hose— Specially de- 
signed with top-quality materials. About 60 
sizes fit all applications—reduces inventory. 
Built to withstand the extra rugged service 
demanded of replacement parts. 


Better Brake Cables— Each in a polyethyl- 
ene sheath that retains full lubrication, pre- 
vents rusting and oxidation, assures quiet 
operation—each tested to 1500 Ib., 744 times 
the maximum pull it would normally receive. 


STOCKS ARE TAILORED TO YOUR NEEDS! 





Here’s What You Need to 
Build Brake Service Business 


A full line—-One you can push to get top dollar volume! Industry figures show that 
the brake business—including lining, parts and fluid—actually surpasses the dollar 
volume of any other repair service. 


One nationally advertised brand on all products—-No need to carry three, four or 
more brands. Just sell Grey-Rock right down the line. It’s been pre-sold to car owners 
over coast-to-coast radio. 


Convenience of one source—-You get everything you need from one source—with 
simplified inventory control and order procedure for a// your brake components. 


Uniform top quality you can depend on—-All products backed by the vast resources 
of Grey-Rock research, development and testing facilities—plus Grey-Rock’s solid 
reputation for quality. 


Better, more complete training—Grey-Rock’s excellent training facilities will show 
you how to service the entire brake system on any car. 


One promotion—one merchandising program—one sales plan—Extensive Grey-Rock 
advertising, merchandising and promotion will help you sell your brake service. The 
NBC radio network program, “News in Depth,” featuring Martin Agronsky, has 
been telling millions of motorists to see Grey-Rock dealers for a P-L-S inspection 
and complete, quality brake service. 


Put Grey-Rock’s P-L-S® Program (Pull—Look—Show), to work for you. More than ever 
before, it's the best way to build your brake service and profits. For full details on the 
new Grey-Rock Brake Parts line, call your Grey-Rock jobber—or write Grey-Rock 
Division of Raybestos-Manhattan, Inc., Manheim, Pa. 


Grey-Rock’ 


You Cand’ Cay 2 Celli Crake Lining lo Save Four, Lie 


customer ¢ 





Independent Warranty Shops? 
Auto Inventories Heavy 
Demand For Luxury Compacts 


Driver Training Allowances Up 


ew Scoop 


May Car Sales Good 
Air Car's Future 
Ceramic-Coated Mufflers 


In the days ahead ....HERE’S WHAT TO LOOK FOR!!! 
(Items gathered and edited by Ed Janicki, Bill Montgomery and Neil Regeimbal) 


Detroit Down For Changeovers 


AS YOU READ THIS, at least 12 car companies in Detroit are getting 
ready to shut down their plants.... The new-—car changeover period, which 
will idle most plants for periods of about three weeks, is here again. 

Oldsmobile will be the first to go down.... It'll close for plant 
changeover from July 16 to Aug. 7.... All others will follow a few days 
after that.... By August 21 all plants will be humming again, rolling out 
the 1962 products. 

Barring any labor trouble, most companies will introduce their cars in 
a month-long period starting Sept. 15.... All are expected to be in show- 
rooms by mid—October.... A few special models will make their debuts 
somewhat later. 


Independent Warranty Shops Rumored 


RECENT REPORTS THAT ONE AUTOMOBILE company is thinking of franchising 
independent repair shops to perform warranty work cannot be corroborated 
at this time.... Such a move was planned several years ago by some com— 
panies but it never got off ground. 

Why appoint independent shops to do warranty work on new cars when 
dealers themselves could use the business? One service official explains 
that there are now many areas around the country, particularly in outlying 
districts, which have absolutely no authorized service stations—that is, 
no dealers to perform warranty.... Appointing key independent shops in 
those areas would help bring service facilities closer to new car owner. 


Auto Inventories Still Heavy 


DEALER INVENTORIES ARE STILL HIGH.... But they have been reduced sub— 
stantially in recent months as a result of rising sales.... While stocks 
last month still topped the 900,000 mark, the total was the lowest since 
last October.... A year ago at this time inventories stood at more than l 
million.... Some dealers consider present inventory as "normal".... 


Others say it is still too high. 
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Neil Regeimbal’s 


Washington Almanac 


State gas taxes add up to a 
whopping bill for vehicle own- 
ers New figures from the U.S. 
Census Bureau show that the 50 
states collected $3,335,000,000 


Neil Regeimbal 


MOTOR AGE’s News 
Editor, Wash., D.C. 


($3 billion) in motor fuel taxes 
last year. Add to that the $1,468,- 


000,000 (1 billion) the states col- | 


lected in motor vehicle license 


fees, and the cost of driving goes | 


pretty high. 


New car sales are sparking the 
economic recovery. Government 
business experts report that be- 
hind the spring pickup in per- 
sonal income and jobs were the 
rise in car sales and output, 
coupled with rising construction 


activity. Car output in the second | 
three months of the year was a | 
hefty 30 percent higher than in | 
the first quarter, although pro- | 
duction normally falls behind in | 


the second period. 


ve 
of 


Savings from the lower prices 
of compact cars are now officially 
recognized by the government. 
Federal figure experts have taken 
note of the lower cost of the com- 
pacts, as well as imported cars, in 
figuring the cost of living in the 
country. Initial price, fewer ac- 
cessories, lower maintenance have 
all been taken into account by the 
statisticians. 











New Model Variety Won't Let Up 


SOME MODELS WILL BE DROPPED next year 
But there'll be many more new ones taking their 
places.... Confusion in endless variety of mod— 
els offered by Detroit will not abate.... Horn— 
of-plenty will continue to spill forth myriads 
of body styles, sizes, shapes. 

Dealers who have been concerned about heavy 
inventories as a result of the gamut of models 
offered by Detroit ain't seen nothin' yet.... 
As one stylist put it recently: "Detroit will 
continue to build cars to suit every purpose and 
taste. The public wants variety and we'll keep 
giving it to them." 


Luxury Compacts In Great Demand 


THOSE FANCY COMPACTS, with bucket seats and 
all, are really selling.... In many cases there 
are long waiting lists of customers.... Dealers 
are happy as profits are starting to pick up as 
a result. 

The luxury Comet S 22 is taking about 18 per 
cent of all Comet sales, although it has been 
out only a short time.... The Falcon Futura was 
taking about 17 per cent of Falcon sales only 
one month after it was brought out.... At Chev— 
rolet, Corvair Monza is now accounting for 50 
per cent of all Corvair sales.... Figures for 
the other luxury compacts are not available, but 
companies report deliveries are behind demand 
in many cases. 


Driver Training Allowances Increased 


FORD AND CHRYSLER LAST MONTH joined General 
Motors in increasing allowances to dealers who 
loan cars to schools for driver training pro- 
grams.... Both upped the rebate from $125 to 
$250.... Ford notes that at present more than 
2680 of its dealers are participating in the 
program.... Of the 3912 units now supplied by 
these dealers, 2663 are loaned.... The remainder 
are bought or leased. 


| Women Are Good Customers Of Service Stations 


MEMO TO SERVICE STATIONS: Did you know that 
women make roughly 50 per cent of all service 
station purchases? According to the American 
Petroleum Institute, two out of every five 
motorists are women.... Today there are more 
than 35 million women drivers in the United 
States, double the number 10 years ago, API 
notes. 
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Supreme Court Complicates Fair Trade Enforcement 


SUPREME COURT HAS DEALT another blow to fair 
trade.... High court upheld a New Jersey State 
court ruling which requires all fair trade firms 
outside the state to register as an in-state 
business before they can ask state courts to en- 
force price maintenance agreements.... Fair 
traders complain that this will mean taxation 
and regulation by as many as fifty separate 
state governments.... Many businessmen fear rul- 
ing will kill fair trace once and for all. 


May Car Sales Best Ever 


MAY CAR SALES BURST OUT ALL OVER THE 
PLACE.... Practically every auto company re— 
ported setting new records.... Tide has turned 
and industry is confident 1961 will end up to be 
a good year. 

Here's the way May blossomed forth: Ford 
reported sales were the best since days of the 
Model A; Chevrolet, second highest in history; 
Rambler, highest daily sales rate in a year; 
Studebaker-—Packard, highest this year; Plym-— 
outh, second best this year; Lincoln-Mercury, 
best since November, 1960; GM overall, best 
month this year. 


Sunday Closing A State Option 


SUPREME COURT HAS UPHELD right of a state to 
say whether or not firms may open for business 
on Sunday.... Court ruled so-called "blue laws" 
are perfectly legal, if they are not intended to 
promote a religion.... Existing laws, contested 
by some merchants, are designed solely to insure 
"a day of rest" for everyone, court reasoned.... 
But door was left open for future cases based on 
claims that a state's law is designed to promote 
or discriminate against some religious sect. 


Air Cars No Threat To Conventional Autos 


IF YOU'RE THINKING OF FLYING off in an "air 
car" one of these days, forget about it.... 
They'll never replace the automobile as we know 
it today.... That's what engineers now say. 

However, air cars do hold some promise for 
specialized applications.... Its future in mass 
transportation, engineers say, would depend on 
some type of guidance system, such as a special 
guiding roadway.... Without some form of guid- 
ance, the air car would be too tricky to 
handle.... That's because it lacks friction or 
tire—to-—road contact of a standard motorcar. 
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Ed Janicki’s 


Dealer News 


Have you been approached by 
any companies offering tie-in 
deals on driver controls for dis- 
abled persons? If so, it would be 
a good idea to pick up the phone 


Edward Janicki 


MOTOR AGE’s News 
Editor, Detroit 


and get in touch with your local 
dealer association body. Several 
trade associations are warning 
members to use extreme caution 
in dealing with such firms. Call 
your association even if they pur- 
port to be national or interna- 
tional outfits. 
ok ae cd 


Those old service training films 
you have could be put to some 
good use. Instead of throwing 
them away, as many dealers do 
when they’re through with them, 
why not donate them to your local 
schools? They’ll appreciate it. 
Good public relations on your 
part, too. 

cS ck * 


Certain expenses are fixed. 
Other expenses are necessary, 
but can be reduced if you point 
out certain things to your em- 
ployees. For example, someone 
figured out that if you provide 
$6 in free service as a result of a 
poorly done job, you have lost 
profit on a $200 sale. And every 
3¢ wasted in shop supplies—such 
as nuts, bolts, washers, ete.— 
means a loss of $1.00 in sales. A 
5-cent box of wasted paper clips 
is equivalent to $1.60 in sales. 





Chrysler Still Seeking President 


CONTROVERSY CONECRNING L. L. Colbert, Chrysler Corp. chairman and 
president, came to a boiling point last month.... Most questions con- 
cerning his future were answered, at least in part.... Colbert admitted 
that company is looking for a new president.... That doesn't mean he will 
step out completely. 

Chrysler, Colbert said, has been looking for a new president for some 
time.... To date no decision has been reached.... It's a well known fact 
that several key executives at General Motors and Ford have been ap- 
proached with the offer.... All turned it down.... Automen say that when 
the right man is found, Colbert will still remain with corporation—as 
board chairman. 


New Highways Will Increase Tax Burden 


DRIVING COSTS ARE GOING UP AGAIN.... New highway financing program 
will add about $800 million a year in new taxes to finish construction of 
the 41,000-mile interstate network and the other highways on time in 1972. 

Law will: Keep gas and diesel fuel tax at 4 cents a gallon through 
1972; raise to 10 cents a lb. the old 8—cent tax on tires and 9-cent tax 
on tubes; raise the old 3-cent tax on recap rubber; tax large trucks $3 a 
1000 1b. instead of $1.50, and use all truck, bus, and trailer taxes for 
highways. 

Senate added a provision giving gas stations a 1 per cent credit for 
waste and evaporation in computing gas tax payments, but it was killed by 
a Senate—House Conference. 


Ceramic-Coated Mufflers May Soon Be Standard 


LOOK FOR MORE CERAMIC-—COATED mufflers to appear on cars within next 
few years.... One company is thinking of coating mufflers on all of its 
1962 models.... American Motors is only company which currently offers 
such a muffler.... All mufflers are coated inside and out with the ceramic 


material.... AMC guarantees the muffler against rust for life of car. 


Fifty Per Cent Gas Mileage Increase In Near Future 


A 50 PER CENT INCREASE in gas mileage in vehicles is envisioned within 
next 10 years.... It may even be possible in five years, says Victor G. 
Raviolo, executive director of Ford's engineering staff.... It'll come 
about as a result of a completely new combustion process now under study 
by virtually every company interested in automotive engines. 

Aim of research is to get more power out of combustion process through 
either a richer mixture or a stronger spark.... Ultimate result: a com 
pletely new crop of economy engines.... They are expected to make their 
first appearance in taxicabs, bakery vehicles, delivery units and other 
Similar fleets. 


Dark Colored Cars On Way Back 


TRENDS COME AND TRENDS GO.... Now we're going back to dark-colored 
automobiles.... The whites, the blues and all of the other subdued hues 
have been around too long, so it's time for a change, many feel. 

George W. Walker, Ford's top stylist, says deeper shades are becoming 
more popular.... You'll probably see more next year-—-in both exterior and 
interior. Fabrics will come in more strips and smaller patterns.... Who 
knows? Maybe we'll see more all-black cars come parading back. 
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FTC To Restrict 
False Advertising 


Daniel J. Murphy, assistant 
director, Bureau of Litigation, 
Federal Trade Commission, 
stated recently that the FTC is 
out to stop completely, not just 
restrict the use of false advertis- 
ing. 

He pointed out that the Com- 
mission has the widest jurisdic- 
tion of any Federal regulatory 
body over false advertising. He 
stated that it behooves the ad- 
vertiser, the advertising agency 
and the media to be more dili- 
gent in the acceptance of their 
responsibilities for more in- 
formative advertising. There 
should be disparagement 
of competitive products and a 
clear disclosure of the merits 
and demerits of their products. 


less 


James B. Wagstaff, a Vice Presi- 
dent of the Chrysler Corporation, 
and one of the auto industry's long 
time sales experts, has announced 
his retirement. With Chrysler since 
1928, and a Vice President since 
1958, Mr. Wagstaff has served 
with both the Plymouth and 


DeSoto Divisions. 


July 1961 


At a special election held in Washington recently, Thomas F. Abbott, Jr., 
of Fort Worth, Texas (left) was elected President of The National Auto- 
mobile Dealers’ Association. John H. Lander, (right) of Atlanta, Georgia, 


was named First Vice President. The election was brought about by the 
untimely death of the late NADA President, Walter B. Cooper, of Fort 


Collins, Colorado. 


Sun Official Doubts 
Wisdom of Increased Gas Tax 

Frederick B. Hufnagel, Jr. as- 
sistant to the vice president, 
Sun Oil Company, predicted re- 
cently that increased taxes re- 
sulting in a trend toward com- 
pact cars will prove costly 
legislation to state and Federal 
governments. 

Quoting figures from the 
Pennsylvania Bureau of Liquid 
Fuels Tax, he pointed out that 
the April consumption of gaso- 
line dropped 33 per cent below 
the gallonage figure of the pre- 
vious month and 25 per cent 
below April of last year. 


Motorists Rebeling 


“Motorists are beginning to 
rebel against constantly increas- 


ing gasoline taxes and they are 
looking more and more toward 
compact cars for more miles-per- 
gallon,” he stated. 


* * * 


From Autolite to 
Prest-O-Lite To Prestolite 


The Electric Autolite Com- 
pany has announced that its 57 
year old brand name, Prestolite, 
will now be used on a full line of 
automotive products. Formerly 
used solely as a battery brand 
name, the company is now ex- 
tending it to spark plugs, wire 
and cable, electrical products 
and other car products following 
the sale of the brand name 
“Autolite” to Ford Motor Com- 
pany last April. 

Continued on next page 





For the Record ... 


Ford New AMA President 


Henry Ford II, chairman of 
the board, Ford Motor Company, 
was elected president of the 
Automobile Manufacturers As- 
sociation at the organization’s 
annual meeting of members. 
Mr. Ford succeeds L. L. Colbert, 
chairman of the board and presi- 
dent, Chrysler Corporation, who 
has held the office since 1958. 


% 


Roosevelt Given 12 
More States by Fiat 


The Roosevelt Automobile 
Company, Incorporated, Wash- 
ington, D.C., headed by Frank- 
lin D. Roosevelt, Jr., has become 
Fiat Distributor in the south 
central and southwestern United 
States. The company, which has 


been Fiat distributor in the 
southeastern states since 1958, 
will maintain a southwestern 
headquarters in Fort Worth, 
Texas. 


a Bg 


Auto Industry and 
Educators to Back PAT 


The critical demand for 
skilled technicians has united 
virtually all segments of the 
automotive world, as well as, 
outstanding educators in a mas- 
sive effort to recruit, train, 
place and retain needed skilled 
technicians for the nation’s 
largest industry. 

Called Project Automotive 
Technician, (PAT), the _ in- 
dustry-wide effort will combat 
the national trend of youth and 
adults alike to avoid the skilled 
trades when planning a career 
or seeking advancement. The 


U.s. Department of Labor has 
labeled this aversion to the 
crafts a dangerous problem for 
most U.S. Industry, and it is a 
vital concern to those in the 
business of making, selling, 
servicing and operating auto- 
mobiles and trucks. 


% ao eo 


IGOA Backs Celler Bill 


Independent Garage Owners 
of America are actively backing 
legislation proposed by Repre- 
sentative Emanuel Celler de- 
signed to end General Motors and 
Ford auto finance “monopoly.” 

IGOA spokesmen stated that 
“General Motors and Ford mo- 
nopolies mean that a large col- 
lision-repair business is closed 
to the independent garageman 
as well as the independent man- 
ufacturer and wholesaler of re- 
placement parts.” 


As a result of the largest mass give-away of automobiles ever attempted in a major league baseball stadium, 
every member of the Minnesota Twins is driving a Dodge. Harmon Killebrew, team captain and batting star, re- 
ceives his car from (left to right) John Lamb, B.B.D.&O.; Jim Martin, Dodge City Manager; and Joe Thesing, 
Dodge Regional Manager. The cars were provided by Circle Motors, South St. Paul. 
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Thinkin 
is 


Stiong 


Profit and Loss 


4 hg repair a damaged automobile is profitable 
. to lose the life of a customer is tragic and 
irreparable. 


3y now, we all know those ugly statistics of our 


Fourth of July “long” week-end. These awful 
figures should bring forth more public con- 
sciousness of the need. for safer vacation driving. 
Sell safety this summer that you may be in busi- 
ness all year ‘round. 


Dealers Face Up 


A practical and realistic campaign to improve 
the car dealer “image” has been undertaken by 
the Automobile Trade Assn. of Greater Philadel- 
phia. It has appointed a three man “Public Serv- 
ice Committee” to receive and act on complaints 
from car buyers. If a complaint discloses that a 
dealer’s action has been a violation of ATA’s 
code of ethics (which code will be displayed by 
all ATA members) the dealer will be required to 
make satisfactory adjustment with the buyer. 
Failure to comply can result in loss of ATA mem- 
bership and the right to display the association's 
fair-practices insignia. That's laying it on the line. 
To date, only a limited number of complaints 
have been received and every one of them has 
been satisfactorily handled. 
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Motor Vehicle Inspection 


Motor and Equipment Manufacturers Assn. has 
released the following information on the fare ol 
motor vehicle inspection in 1961. Unfortunately, 
lack of interest has characterized bills for periodic 
inspection this year in a few states. 

Hawaii is the only State to enact a periodical 
inspection law. It applies only to commercial ve- 
hicles. 

Limited progress has been made in Oklahoma, 
where a Uniform Vehicle Code conformity bill 
with inspection provisions recently passed the 
House. 

Bills were tabled or killed in Illinois, Kansas, 
Montana and North Carolina. 

Bills died on adjournment in Arizona, Califor- 
nia, Connecticut, Georgia, Indiana, Michigan and 
Minnesota. 

sills have failed to progress in Missouri and 
Ohio. 

Study-and-report bills were enacted in Cali- 
fornia and Maryland. 

A repeal bill failed in New York. 

A city-inspection bill was defeated in Ark. 

Lack of results clearly indicates the need of 
more intensive educational work at the legislative 
level. The longer such laws are delayed, the 
harder it will be to have them enacted. 


Faithfully yours, 


Fash Phe: 





Just visualize what a filter like this can do to the 
best bearing job in the world. 


Clean working habits are a must when doing any 
type of bearing work. Dirt is the enemy. 


The Care and Feeding 
of Engine Bearings 


Dirt is the bearings worst 
enemy, year in and year 
out. What can you do about 
it? Plenty! Start right now 


This shows the effect of finely divided particles in 
the engine oil. Bearing would have failed shortly. 


By Terrence J. McCabe, Feature Editor 


extended oil change intervals on pas- 
senger cars, bearings could be in for a 
rough time. Most owners were pretty much 
conditioned to the old tried and true system of 
changing oil every 1000 miles. Along with 
this of course they would change the oil filter 


" Textence with the present trend towards 


Shown is condition resulting from sediment trapped 
between rod bore and steel back bearing. 





*Air space prevents heat flow 
| from bearing surface 


I 
Jf, \Dirt particles 
“Gypy, 
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Always use clean engine oil dispensed with a clean 
oil can to prelubricate every bearing upon assembly. 


every 5000 miles. The oil changes flushed out 
the hard carbon, metal and acid accumula- 
tions in the crankcase. This gave him a pretty 
clean crankcase to refill with clean oil. Cou- 
pling this with the filter change at 5000 miles, 
his engine bearings were assured a clean and 
full flow supply of lubricating oil. All of this 
has been under a gradual period of change in 
the last few years. 

Currently the owners have become accus- 
tomed to the extended oil change periods 
recommended by the car factories. These 
periods range from 2000 to 6000 miles or 
from two months to six months whichever 
occurs first. Generally, some owners are some- 
what lax in following the recommended 


Bearing failed because of careless installation, a 
particle of matter was trapped against bearing back. 
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Bearing is the result of insufficient oil supply coupled 
with too close a fit to the bearing journal. 


change periods. So it follows that they tend 
to extend the extended change intervals be- 
yond a safe maximum. In some radical cases, 
the coo-coos try for a once a year drain if 
their engine lasts that long. Fortunately these 
birds are in the minority and they get only 
what they deserve. 

Factories of course don’t condone over ex- 
tending oil change periods. Frequently many 
of your customers misinterpret the factory 
recommendations. On page 122 there is a 
chart which gives the recommended change 
periods in miles and months whichever 
should occur first. Call these to the attention 
of your customers. Talk up frequent oil and 

Continued on page 122 


Diagram below illustrates the result of a particle 
imbedded into the soft babbitt bearing material. 





Fs Particle 
ae Oil clearance 


iy i Babbitt lining 


Bearing back _ 
“ 
Crankshaft — MO 
~ 


Babbitt displaced by particle and 
raised up around it, greatly reducing 
or destroying the oil clearance locally 


Diogram of Particle Imbedded 
in Babbitt Lining 




















How to Solwe 


the Mechanic Shortage 


Here are some suggestions 
that will help you get 
starled—right now 


By E. W. Kelley 


HERE can I get a new mechanic?” 
W mes a question frequently raised 

by garage and service-station oper- 
ators. It underscores what is perhaps the 
most pressing problem facing the automotive 
service industry today. 

It’s not only a matter of finding capable 
men to take tomorrow’s jobs. The crucial need 
is for qualified technicians to fill the thousands 
of service positions vacant right now. So 
alarming is the mushrooming shortage of 
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service-industry personnel that practically 
every major meeting of automotive industry 
leaders devotes at least a portion of its pro- 
gram to exploring ways of solving the prob- 
lem. 

The obvious solutions—offering adequate 
pay based on ability to produce, scheduling 
reasonable daytime work hours, supplying 
staff members with manuals and offering 
them opportunities to attend schools and 
trade meetings—are not doing the job. 

The lot of the average auto service man has 
improved considerably in the years since 
World War II. Thousands of qualified men 
are still, however, leaving the service field 
for other kinds of jobs. Many others are re- 
tiring from the work. The tragedy is that 
fewer men are able to fill the vacant spots. 


Up-grading Needed 


Up-grading is called for, of both the jobs 
and the men in the jobs. Car manufacturers 
must be encouraged to step up their already 
extensive efforts to train new mechanics. 
Trade associations would do well to aid in 


E. W. Kelley (right) Supervisor, Laboratory 
Garage, Weaver Manufacturing Division, Dura Cor- 
poration. 


broadening the efforts of trade and high 
schools to expand auto-service apprentice 
programs, thus helping to fill the gap with 
well-trained young men who are ready to 
step into active service work. 
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But these efforts will not solve the im- 
mediate problem. They are valuable in de- 
veloping a supply of trained men for some 
years ahead. Such programs will not fill the 
void that exists right now. The responsibility 
of easing the present difficulty must fall on 
individual garage and service-station opera- 
tors. 

There are few opportunities to expand an 
individual shop’s working force. The likely 
approach is to increase shop productivity 
with existing personnel. This can be done in a 
number of ways. 

The paint-up-clean-up-fix-up method in- 
creases efficiency for many operators. Yet, in 
service installations all over the country, 
there are some facilities that have undergone 
little or no improvement in a decade or more. 
Poorly equipped by today’s standards, many 
of them have dirty, greasy work benches, or 
worn-out equipment, poor lighting and un- 
healthy or unsafe working conditions. All 
these factors contribute to high turnover of 
service personnel and a lowering of morale 
and employee loyalty. Often relatively small 
expenditures of time and money will do much 
to correct these deficiencies. 

A thorough house cleaning followed by a 
fresh coat of paint will assure the mechanic 
that the boss does care about him, after all. 
Installation of modern, efficient equipment 
and refurbishing older, yet reparable gear 
will shorten the amount of time necessary to 
do a job. There is no question that safety must 
be kept in mind at all times. Any equipment 
or shop-layout changes designed to produce 
safer working conditions will pay dividends 
in greater work output, reduced absenteeism 
and lower turnover. 

Time lost through illness can be reduced, 
too, by seeing that the shop—particularly the 
floor— is dry at all times. Proper tempera- 
tures and levels of humidity are important. 
Modern heating equipment for winter use 
and circulating fans for the summer should 
be installed. 

Beyond these improvements, strict atten- 
tion should be paid to establishing programs 
for health insurance and other “fringe” bene- 
fits, where appropriate. And every mechanic 
should be encouraged to see to his own on-the- 
job improvement by studying the latest tech- 
nical manuals and trade magazines and at- 

Continued on page 140 





Automotive Design 


Richard Teague, assistant director of automo- 
tive styling, American Motors Corporation 
traces the history of car design from 1900 





The 1900 runabout carried over the 

















carriage and buggy influence 
throughout its styling. 



































HESE illustrations start off in 1900 

| with a typical buggy type automobile. 
Then coming up to the present day we 

have broken it down into 15-year segments. 
It is rather interesting to note the appearance 
benefits alone that the consumer has gotten 
over the last few years relative to our styling 


The car has now grown from a 
buggy to a road vehicle with 
character all its own. 


activities. Lets look back now and see just 
how these cars have grown into being in 
sixty short years stylingwise. 

This 1900 runabout carried over the car- 
riage and buggy influence throughout its styl- 
ing. It had flared leather front and rear fend- 
ers, oil sidelights, wire wheels, tiller steer- 
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In 1930, the evolution of the so-called 
Classic Period began. 








Outdated by today’s standards, this 
car is only 15 years old. 











1960 4 
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Composite car of 1960 shows design 
evolution. 





ing and a folding buggy top which the car 
manufacturers bought from buggy manu- 
facturers and installed on their horseless car- 
riages. It also shows much of the influence 
of the early carriages in the scroll work de- 
tail on the sides of the body and in the pin 
stripping and even throughout its long canti- 
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lever spring suspension and dainty chassis 
members. 

Moving forward just fifteen short years, we 
see what has happened in that short span of 
time from an appearance standpoint. The 
car has now grown from a buggy into a road 

Continued on page 109 





66() i: business is a People Business,” 
is the feeling of John B. Naughton, 
General Sales Manager of Chrysler 
Corporation’s Dodge Division. And, although 
this might be said of many other businesses, 


it is particularly true of the automobile 
dealer’s sales force where good people are the 


key to success and profits. 

Obviously, the “good people” concept is not 
new, and most dealers are continually look- 
ing for dependable, sober, yet aggressive men 


to add to their sales forces. But this search is, 
at best, a slow and frustrating one. In fact, 
in many cases, the dealers have virtually 


given up and have settled for any “body” that 
they can attract to fill the void. 

How do you attract a higher type, career- 
minded man to the retail automobile busi- 


ness? What future can you offer him? 
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The opening shot in MOTOR AGE’S campaign to 


put the “Pro” back in “‘Professional” Salesmanship 


Perhaps an honest answer to the second 
question might help you answer the first, 
or at least suggest why it is so difficult to 
answer. 

It is not the purpose here to criticize or to 
point fingers, but merely to suggest that be- 
cause things weren’t always this way, there is 
no reason why they can’t be put right again. 
There was a time when the men who sold 
automobiles were members of a profession.” 
Today, unfortunately, too often the word 
used to describe their calling is “‘racket.” 


Definition Of A Salesman 

Webster defines the word Salesman as “A 
man who works at selling.” Certainly, any 
definition of “Profession” would also contain 
some form of the verb “work.” However, 
in some of the more recent Dictionary Defini- 
tions this verb is missing as it is in some of 
the more recent salesmen. And because of 
this unfortunate omission, it might be that 
the time spent in searching for the “good, 
old-fashioned, creative salesman” could be 
better spent in developing some “good, old- 
fashioned, creative sales management.” 

This, again, is not a startling new theory, 
but neither is it a startling, new problem. 
Times are changing and competition is be- 
coming more intense. And it would seem logi- 
-al that if a dealer is not competitive as a 
manager, it is very unlikely that he will be 
competitive in any other way. 

So, perhaps the place to start on the “Cru- 
sade for Salesmen,” is not in someone else’s 
sales force, but right in your own office, with 
some honest self-appraisal and foreward 
planning. Very probably, you already have 
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By H. David Leslie, Managing Editor 


the raw material on your payroll and it re- 
mains for you to create the finished product. 

Management is a big word. It’s an impor- 
tant word. It’s a word that, for you, is made 
up of other words such as Hiring, Training, 
and Supervision. These are the working 
words—the ones that will do more than any 
others to get your crusade on its way. 

With many dealers, hiring is a continuous 
process and seldom a successful one because 
it leaves them little time for the other two 
steps in the program. In fact, for some, there 
are no other steps—except a strong belief in 
the law of averages. But if a dealer would 
feel that any man worth hiring is worth 
training and supervising, then he has a real 
chance to make a “professional” out of a 
“racketeer,” and an even better chance of 
replacing quantity with quality. 

Because the only contact a large number 
of buyers ever have with the dealership is 
through the salesman, and even more im- 
portantly, because the only chance the dealer 
has at the customer is this same man, it 
would seem that training should be a very big 
item in the regular routine. And yet, it seems 
to be one of those things that no one has time 
to do—or would prefer that someone else do 
it. 


Salesman’s Function 
When you consider that the salesman’s 
only real function is to produce revenue, it’s 
hard to understand why training isn’t every 
one’s concern, or why any dealer could feel 
that he didn’t have time for it. Most dealers 
insist that their service managers find time to 
Continued on page 146 








Limousine features roof suitable for any occasion. 


Car (below) has transparent roof for compartments. 


The 
Presidential 
Continental 


Three and More-In One 
Limousine ts the most flez- 
ible Custom Automobile ever 
built for official duties 


new custom Presidential Continental 
A built by Ford Motor Company has been 

delivered to the White House Secret 
Service staff for use by the President. 

The automobile replaces the 11-year-old 
“bubble-top” Lincoln which was used by 
three presidents in traveling more than 100,- 
000 miles in the United States and abroad. 
Delivery of the new Presidential Continental 
is the culmination of four years of planning 
and discussion with the Secret Service. 

Continued on page 138 
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MOTOR AGE 


TECHNICAL SECTION 








Servicing 


THE 
ENGLISH 
FORD 


No special tools are needed 
to service these British Cars. 
Your tools will do the job 


By John K. Montgomery, Technical Editor 


HE English Ford Cars have been sold 
é and serviced in this country for a num- 
ber of years. Many mechanics have 
found them to be somewhat similar to the 
domestic cars and just as profitable. Here’s 
a round-up on the servicing of a new profit 
item if you’re not already doing it. Remember, 
the nuts and bolts on these British cars are 
American in size so the tools you have on 
hand will do the job. 


Adjusting Front Brakes: Two square 
headed cam adjusters are provided on each 
front wheel backing plate. The brakes are 
adjusted by turning toe adjuster on one shoe 
anti-clockwise (when viewed from the rear 
of the backing plate) to bring the lining away 


Wrench being placed on the square headed cam 


adjuster of the front wheel by the mechanic. One 
adjuster for each shoe. 


Only one adjuster is provided for the rear wheels. 
Turn until the wheel locks. Then back off until the 
wheel spins free. 


Adjustment of the hand brake cable is very similar 
to that of most American cars, like the Buick, as an 
example. 
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Adjust the overhead valve in the conventional man- 
ner with the engine cold to .014’. Use a new feeler 
gauge on every job. 


Distributor points are set in regular way. Using a 
feeler gauge, set point on high point of cam at 
014” to .016”. 


Zenith Carburetor is adjusted in conventional man- 
ner. Parts for this unit can be obtained from your 
local Zenith Dealer. 
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from the drum. Turn the other adjuster 
clockwise until the drum is locked, then back 
off to obtain a free turning wheel. Repeat 
this procedure on the first shoe rotating the 
wheel continually during this operation. 


Adjusting Rear Brakes: One square 
headed wedge type adjuster and one square 
headed snail cam adjuster are provided on 
each rear backing plate. Turn the wedge type 
adjuster clockwise until both shoes are held 
firmly against the drum. Now turn the square 
shank of the adjuster nearest the ground un- 
til the snail cam can be felt to be just touch- 
ing the trailing shoe, then back off the wedge 
type adjuster two cheks. Wheels should ro- 
tate without any binding. “If shoe does bind, 
the wedge type adjuster should be loosened 
until shoe is clear. 


Adjusting Hand Brake: Release the hand 
brake lever. Tighten the rear brake wedges 
to lock the rear brakes. Slacken the lock nut 
on the hand brake adjusting rod, and tighten 
the adjusting nut on the rod until all play is 
taken out of the hand brake cable, then 
tighten the locknut. Slacken the rear brake 
adjuster wedges until brake drum is free. 
Both rear wheels should be fully locked after 
applying the hand brake five to seven clicks. 


Engine Tune-Up: Adjust valves to .014 
inch engine cold. 


Fuel Pump Pressure: Start engine and 
Continued on page 144 


The Voltage regulator is set on open circuit at 68 
degrees F. At 1500 r.p.m. voltage should be 15.6- 
16.0 (12V), 7.6-8.6 (6V). 





Truck Service Volume 
Jumps from— 


$1,200 to $8,000 .. sncrets 


The man who made 
volume jump is Bill 
Jump, truck service 


manager, Broncho 
Chevrolet, Odessa, Tex. 


‘ . 
t Eg 


Owner of a fleet of trucks tells Bill Jump (right) that his 


truck expense for fiscal year was 4'/. cents per mile. 


as manager of truck service, the depart- 

ment was grossing Broncho Chevrolet, 
Odessa, Texas, $1,200 a month. For the past 
several months, truck service has been hung 
at $8,000 a month, customer labor. 

“It’s been up to $10,000,” said Jump. “Then 
the oilfield situation developed. Consequently, 
straight across the board, business is off some 
30 percent locally, but we are holding.” 

Jump’s first move was to go to all night 
service. Then he began scouting mechanics 
who preferred working on trucks, with no 
objection to working nights. 


B:: in 1958, when Bill Jump took over 


He started off with one truck meciauic 
which he inherited, plus two others who came 
to him from truck fleet shops. Bill Jump has 
since hired, fired, and trained until he now 
has a crew of six who wouldn’t think of trad- 
ing off their job, nor their hours. 

“A big percentage of our success,” Jump 
continued, “has to be attributed to our credit 
manager. Without his full, and friendly co- 
operation, I’d have wasted hours of my time 
up blind alleys.” 

Jump picks and goes after the truck busi- 
ness he wants. “I frown upon the come-one, 
come-all type solicitation. Before going out 
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ie 
Above: Bill Jump uses a floor hoist which saves time. 


Left: Jobs get out on schedule when two mechanics are as- 
signed. Labor is equally divided between them. 


All truck service is done in 5 stall area. 
There's a direct drive-in from the street. 


to contact a prospective account, I have a 
little conference with our credit manager. If 
he shakes his head, that’s the end of it, as far 
as I’m concerned. I never try and convince our 
credit manager that an account is worth the 
risk, just to get the volume. Neither have I 
tried going over the credit manager’s head.” 

Jump relys on his credit manager for road 
map and compass. He pays no attention to the 
service salesmen’s opinions regarding an 
account. 

“Nine times out of ten,” Jump clarified, 
“truck operators give a dealer’s regular serv- 
ice salesmen and service manager a hard 
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The latest up-to-date tune-up equipment is 
used. Each tune-up must meet factory specs. 


time. This is because they both take the 
trucker’s words too literally. While they are 
always yelping about their high maintenance 
cost, it doesn’t mean they want a patch-job.”’ 

Jump called attention to a transmission 
that was being assembled. “We only found 
one bad bearing. However, we replaced all of 
them with new ones. A transmission job in- 
volves too much money to take unnecessary 
chances.” 

Never abashed at presenting a big service 
bill to a customer, Jump explained: “I can 
always explain the big bill. But I’m unable to 

Continued on page 128 





Build Shop Volume with...... 
An Efficient 


Compressed Air System 


Watch out for “built-in obsolescence.” Don’t build 


your air system to just meet your requirements 


$20,000, $50,000 or more invested in 

modern equipment dedicated to becoming 
the best volume shop around. They use good 
accounting procedures, sell quality goods, 
carefully select and train employees, use good 
modern equipment and use consistent adver- 
tising and promotion, all with one objective 
in mind—to build shop volume. 

Also, it is not uncommon to find that these 
same shops are wasting time whenever a car 
or truck is placed on a lift, a bolt is removed 
with an air tool, a tire mold is inflated, or a 
grinder or spray gun is started in the body 
shop. For it is only too common to find the 
air-powered equipment operating at only 60 
to 70 percent of its efficiency. 

A compressed air system working at top 
efficiency can make the difference of 200 to 
300 additional jobs a year. This is a lot of 
money to let slip away. The main trouble with 


]: isn’t uncommon to find a shop with 
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these losses is that they generally go un- 
noticed. On the surface your compressed air 
system and tools may seem to be functioning 
efficiently. But, actually, you may be losing 
money-every time a tool or a lift is started. 
Even a brand new tool or lift may be op- 
erating far below its capacity if your com- 
pressed air system is not supplying adequate 
pressure or capacity. If the pressure at the 
tool, rated at 90 psi, is only 80 psi, both the 
man and the tool lose 14% of their efficiency. 
At 20 psi below the tools’ rated pressure, a 
whopping 27% of the combined efficiency is 
lost. With less than adequate capacity, men 
stand around waiting for a truck tire or the 
pressure bag in the retreader to inflate. 
There are three major sources of lost 
efficiency in a shop’s compressed air system: 
(1) inadequate pressure, (2) insufficient 
capacity, and (3) excess moisture. By pre- 
venting losses through these sources, it is 
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Selection of a com- 
pressor with sufficient 
safety factor to handle 
future tool require- 


ments is a must in plan- 
ning air supply system. 


possible to find added capacity to handle any- 
where from 5 to 10% more jobs with the 
present manpower and air-operated equip- 
ment (Data by: Ingersoll-Rand Co.) 


How Much Is Enough Pressure? 


Each piece of air-operated equipment is 


rated at a given pressure. The highest pres- 


sure required by any individual piece of air- 
powered equipment determines the pressure 
requirements. The unit must compress air 
above the highest rated pressure in the shop 
—regardless of the capacity or use factor for 
the particular tool. The pressure require- 
ments for most tools used in a volume shop 
are listed in Table 1 on page 145. The table 
also indicates the consumption of each tool 
and whether it is considered as an intermit- 

tent or continuous operation tool. 
Too frequently, shop men look at the tank 
Continued on page 92 





SCRAPPYS 
AUTO SERVICE 


mi 


Tower for two-way radio unit tops Scrappy's newer and larger shop. 


TOW THEM IN 


and they’re yours 


WING is profitable. Not only from the 

i standpoint of the charges made for this 

service, but because it brings work vol- 

ume into the shop. So says Ralph Amice, who 

operates Scrappy’s Auto Service, Penndel, Pa. 
with Eugene (Reds) Hieber. 

“Better than 40 per cent of our auto body 


40 ft. boom handles difficult lifting jobs. 


and paint volume comes through our towing 
service,” says Amice. “We always get first 
crack at giving an estimate for any work that 
may be needed on a car or truck when our 
tow trucks bring them into our shop. In nine 
out of ten instances, the motorist does not 
want to go to the trouble of chasing around 


Dragging cars from lakes is routine work. 
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Scrappy's rapidly growing fleet can handle nearly any towing job. 


Towing Service provides 40 
per cent of body and paint 
volume for these industrious 


Pennsylvania partners 


for estimates elsewhere. He will usually ap- 
prove of our doing the necessary auto body 
and paint work.” 

The partners started their small business 
some twelve years ago on heavily traveled 
Route #1, a few miles from the Pennsylvania 
Turnpike interchange. They operated one tow 


Smaller truck brings a wreck into the shop. 
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truck for road service and the convenience of 
their regular customers. For better customer 
service, they added a second and then a third 
tow truck. With each addition, they found the 
volume of their business increasing. 

“The final touch to our increased work vol- 
ume came after we added one of the largest 
and heaviest duty tow trucks in the area,” 
points out Amice. “At a cost of $6,000, we 
constructed a four section telescopic boom rig 
to a ten wheel GMC chassis that we acquired. 
The boom has a length of forty feet and can 
handle the most difficult type of jobs. We use 
this truck where lifting is necessary rather 
than simply towing. 


Lifting Is Easier 


“For example, it is easier to lift a car that 
is stuck in deep mud than to try and pull it 
out. We have also used this truck to lift cars 
out of lakes and swampy areas. As an addi- 
tional source of revenue, we use this truck to 
lift vehicles on top of one another, such as re- 
moving them from a car lot and loading them 

Continued on page 137 





Buick Carburetor 
Starter Switch Service 


A very popular carburetor mounted starter 


switch, its operation and service ts fully covered 


OR a number of years Buick cars have 
Fee: equipped with a starter switch 

which is operated from the carburetor. 
It is built into the carburetor. The switch con- 
sists of a stainless steel ball, plunger, guide 
block, ‘““‘W”’ shape contact spring and a return 
spring housed in a passage in the body flange 


which is covered by a terminal cap containing 
two contacts. When the engine is not running 
and the throttle is closed, the ball rests on a 
lip on the lower end of switch plunger and 
bears against a flat spot on the throttle shaft. 
The plunger, guide block, and the contact 

Continued on page 126 


Below: A little care in the cleaning and servicing of this switch can save you many starter problems. 


BODY FLANGE AND 
SWITCH ASSEMBLY 


TERMINAL 
SCREW 


CONTACT 


cHIN SPRING 


\ aN WASHERS 
SPRING 


WASHER 


TERMINAL CAN 


GUIDE 


STEEL BALL 
PLUNGER 
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Basic Theory of ELECTRICITY 


Mechanic Training ts like the weather, no one does any- 
thing about tt. MOTOR AGE ts doing something about it. 
Every month it brings you a mechanics training course free 


mobile would have advanced without 

MOTOR AGE presents the first in a con- electricity? We’re sure it wouldn’t have 

reached its present state of development if it 

tinuing series of Mechanic Training were not for old Benny Franklin making with 

the kite act. It was dear old Ben who first gave 

articles. Questions on this article will us the terms positive and negative as applied 

to electricity. Of course, he didn’t invent elec- 

be found on page 67. Answer the ques- tricity, he just discovered that a lightning 

bolt was a massive charge of electricity. His- 

tions and mail test sheet to Editors of tory shows that the Greeks 2500 years ago 

knew of electricity in its static form. How- 

Motor Age. Test will be marked and re- ever, no one at that time found any practical 

use for it. Then during the middle of the nine- 

turned to you upon completion of Me- teenth century, Michael Faraday discovered 

Electro-Magnetic induction. That is, elec- 

chanics Training Course along with your tricity can be produced by magnetic lines of 

force. It was this discovery that today gives 

MOTOR AGE CERTIFICATE OF COM- us the generator, alternator, ignition coil and 
the many electrical relays. 


K VER consider just how far the auto- 


PLETION. 


Atoms and Electrons 
In recent years a great deal has been 
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By Editors of MOTOR AGE 


learned about this invisible force called elec- 
tricity. At one time the atom was considered 
to be the smallest particle of matter. Today, 
we know that this theory has been shot down. 
The smallest particle of matter is the electron. 
The electron is part of the atom. The atom 
is composed of a nucleus which is made up of 
positively charged particles called protons. In 
addition, the nucleus also contains neutrons 
which are neither positive or negative, thus, 
they have no polarity. The atom is a complete 
electrical system. All matter is made up of 
atoms, so it follows that all matter is made up 
of electricity. A study of the make-up of each 
atom will give the clue to the type of material 
it will become. 

As an example; the metal copper is made 
up of millions and billions of copper atoms; 
in fact, so many that it would be impossible to 
count them. Take just one of these copper 
atoms and look into its construction. They 
cannot be seen, except with very special Lab- 

Continued on page 112 
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Atomic structure of our simplest atom, the gas 
Hydrogen. It is composed of one positive proton 
and one negative electron. 
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The Helium atom is next in the atomic chart. Helium 
has two protons in the nucleus and two electrons in 
the outer orbit. 





COPPER ATOM 











The electrical conductor Copper has 29 protons in 
the nucleus with 29 electrons, only one of which is a 
free electron. 





Service 


Training 
Schools 


A beginning list of factory sponsored 


training programs and field service 


schools is presented in this 


Sun Electric Corporation, Chicago 31, Illi- 
nois offers courses in Testing Equipment Op- 
eration and Automotive Tune-Up Procedure. 
These are being offered at most of its 
branches on a part time evening basis, meet- 
ing four hours each evening, two evenings a 
week for a period of four weeks at a cost of 
$40.00 Anyone interested in obtaining addi- 
tional information concerning schools in vari- 
ous locations, may contact the Sun Branch 
nearest them. 


Allen Electric and Equipment Co., 2101 N. 
Pitcher St., Kalamazoo, Michigan. Allen serv- 


issue 


ice schools are conducted under direct super- 
vision of the Allen representatives in each 
area. The Allen Power-Tune Course covers 
diagnosis, and electrical performance troubles 
including training on regulators, generators, 
batteries, distributors, ignition circuit, and 
the use of Allen Scopes. Also, Allen PM Tune- 
Up School for learning the fundamentals of 
the tune-up business including servicing and 
merchandising. A nominal fee is charged. For 
starting dates contact your local Allen repre- 
sentative or write directly to the Company’s 
Education Department. 

Continued on page 112 


MOTOR AGE @ July 196! 





MOTOR AGE Mechanics Training Course 


STREET... 


BASIC ELECTRICITY 


Current will not flow unless there is: 


‘om 


a. An open circuit [] b. A closed circuit [] ec. A short circuit 


What group of people knew about electricity 2500 years ago? 
[] a. The Irish [] b. The Huns [] ec. The Greeks 
Michael Faraday discovered: 
[] a. The North Pole [] b. Electro-magnetic induction 
[] ec. The atom 
The Electron is part of the: 
] a. Generator [] b. Atom [] c. Proton 
Protons are: 
| a. Short tons [] b. Positive electrical particles 
c. Negative particles 
The Copper Atom is made up of: 
| a. Copper and lead [] b. 29 electrons and 29 protons 
c. 29 electrons, 34 neutrons, 29 protons 
The Atom with the simplest atomic structure is: 


a. lron atom [] b. Hydrogen atom []) ec. Uranium atom 


Positive and Negative was applied to electricity by: 


a. Michael Faraday [} b. Volta De Ampere [] ec. Ben Franklin 
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Free electrons are loosely bound in: 


[] a. Paper [} b. Glass [] ce. Copper 


Atoms having four or more electrons in their outer orbits are: 
a. Neutral |} b. Positive [] ec. Insulators 


Comments to the Editors: 
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MAILING INSTRUCTIONS 


Answer the questions. Tear or cut out and fold 
along dotted lines. Seal with tape and return 
to the Editors of MOTOR AGE, postage free. 


Test will be marked and returned upon comple- 
tion of entire Mechanics Training Course along 
with MOTOR AGE’s Certificate of Completion. 














FOLD ON THIS LINE-- 
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NOW THERE IS 











ONE NEW NAME 
ONE NEW SYMBOL 
ONE EASY WAY 








TO ORDER, STOCK AND SELL 
AUTOMOTIVE PARTS 


Transrmissio 


simply say Delco 


Simply say Delco ... and you've said it all! A new 
name for well-known automotive replacement parts 
manufactured by many General Motors Divisions 
... anew look for the Divisions themselves ... anew 
identification—“‘United Delco,” for United Motors 
Service, the organization which distributes the parts 

. . and a new symbol—the Circle of Precision, to 
replace the familiar U-M-S oval. They all mean Delco, 
and Delco means more efficient, more convenient, 
more profitable business for you! ™@ This new look 
extends all down the line, including the packaging 
... brilliant and color-keyed to simplify your displays, 
sales, inventory and supply. Everything in the new 
program takes full advantage of the famous Delco 
name ...a name that consumers know and trust, 
and associate with quality and dependable service. 
@ All you do is simply say Delco to your United 
Delco Supplier, and you have a complete line of 
consumer-accepted parts for tune-up and _ light 
Delco repair. Then watch the money roll in! 


| Ts) rere) 








| BTs) Fare) 


Delco- Remy / electrical system parts 
Delco Batteries 


Delco Rochester / carburetors, repair kits and 
chemicals 


Delco Packard / wire and cable 

Delco Products / shock absorbers 

Delco Harrison / thermostats 

Delco Hyatt / bearings 

Delco New Departure / bearings 
Delco Guide / automotive lamps and lamp parts 
Delco Moraine / brake fluid and brake parts 
Delco Appliance / windshield wiper systems, 


heater, defroster and 
accessory motors 














FREE SERVICE TRAINING ... thirty schools, part of the GM 
Training Center Program, across the country for you and your 
employees to receive practical, scientific schooling in auto- 
motive maintenance and repair. These schools feature modern 
classrooms and equipment, small class enrollment with indi- 
vidual attention, free tuition and training materials. Courses cover: 
Tune-up e Light mechanical repair « Delco-Remy Electrical 
Equipment e Delco Rochester Carburetors e Hydra-Matic 
transmissions. Ask your United Delco wholesaler. 


UP-TO-THE-MINUTE SERVICE INFORMATION . . . complete, 
handy, easy to read and understand. You find the right part 
quickly for all fast-moving Delco lines. One application catalog 
covers 10 different Delco lines; the Delco TBA Service Manual 
provides complete service information for tune-up and light 
repair on all popular cars. Other manuals are available for more 
detailed service problems. Manuals are automatically up-dated 


with latest factory information. This Delco service saves you 
time, speeds customer service, stops costly comeback complaints. 









DELCO...... 


Pow RATE 





FAMOUS LINES . . . made even more famous by association 
with Delco. A recent survey of car owners revealed overwhelming 
consumer acceptance of the Delco name. With no prompting, 
73% of car owners said Delco is the top name in automotive 
parts. Delco was first in batteries with 87%, first in shock 
absorbers with 67%, first in starting and ignition parts with 76%, 
first in brake parts, carburetors, cable, thermostats, always 
among the top five in almost any part you can name. It's easy to 
see the selling power of a complete Delco parts line. 


EFFECTIVE ADVERTISING SUPPORT .. . you get excellent 
advertising support from every major advertising medium when 
you carry the Delco lines! Network TV and radio, consumer 


magazines, colorful outdoor boards .. . all pound home the 
Delco quality theme to car owners in your area. Sales aids, 
point-of-sale material, special service tools, local advertising 
to support sales at the peak of your selling season... all help to 
show and demonstrate to drivers that you're local Headquarters 
for skilled, efficient tune-up and safety service! 













Delco 


TUNE-UP SERVICE 
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CAR DEALERS, SERVICE STATIONS, GARAGES... 
EVERYBODY BENEFITS THROUGH 


United Delco 


lf your business is automotive service, if you operate a dealership, a service station, a garage, then Delco's 


for you! For wherever there's a demand for quality parts and skilled service, Delco fills the demand—to full 
measure! That's why consumers favor the place that sells Delco... . they believe in the name and the product 
that accompanies it. @ Why don't you profit from consumer acceptance by joining the national network of 
Delco Dealers? Your United Delco wholesaler representative can show you how. Then watch business grow, 


bolstered by a continuing program of seasonal promotions that Delco sends your way. 
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IN ON TUNE-UP, LIGHT REPAIR AND 


SAFETY SERVICE WITH UNITED DELCO’S 


‘Pattern for Profits” 


Since modern drivers demand safety and performance in 
their cars and are willing to pay for both, United Delco 
provides you with a sensible, scientific way to get your 
hands on those extra dollars. 

How? Simply say Delco. Get Delco’s Tune-up Center 
and Light Repair Center. In combination, they form an 
efficient, well-balanced service operation that will attract 
more customers for everything you sell. Start profiting now. 
Get the whole story from your United Delco wholesaler. 





TUNE-UP CENTER .... the right inventory of fast- 
moving Delco ignition and carburetor parts, correctly 
balanced for turnover. Four cabinets available, tailored to 
your requirements and priced from about $90 to $600, 
including cabinet and parts inventory. 

LIGHT REPAIR CENTER .... durable, compact. 
Features brake parts and fluid, shocks, bearings, stats— 
all Delco! Three assortments, from about $210 to $610, 
including cabinet and parts. 


Ye ee ee 


DELCO....:: 


ORIGINAL EQUIPMENT LINE 


POWER RATI 


ANNOUNCING DELCO BATTERY'S 
'*61 MAJOR PROMOTION... 


12 FREE TRUCKS FOR 


Here it is! The Delco Battery ‘Pocket of Profits’’ promotion... 
12 free trucks and other prizes .. . ladies’ diamond rings, stereo 
and hi-fi sets, color TV, sterling silver flatware, Frigidaire auto- 
matic washers and dryers, movie cameras, electric shavers . . 

all to show how easy and profitable it is to sell Delco batteries! 


NOW — CHECK A BATTERY IN &S SECONDS! 
With the Delco-tronic Checker you can check battery voltage 
output while you check water and oil . . . in seconds! Spot bad 
batteries ... sell new ones! It's a durable, lightweight, fully transis- 
torized precision instrument, available at a special low price during 
the Promotion. Ask your United Delco wholesaler salesman to 
demonstrate it... and you're eligible for the contest prizes! 





EVERYBODY WINS! 
Yours free! Brand-new “DIAL- 
A-BATTERY,” a mechanical 
display that shows customer 
which Delco he needs, plus 
WINDOW BANNER advertis- 
ing 5-second battery check. 
Both yours when you mail 
entry blank. 














Six New Chevy Trucks ...%-ton Fleetside pickups . . . all grand prizes 
during the ‘Pocket of Profits’ promotion! Six battery dealers will win 
them—why not you? Each truck is equipped for complete road service 
with such features as: 4-speed transmission, 3,000-/b. rear springs, 
heater, directional signals, service lights, 4-ton wrecker with sling and 
other accessories. A profit-making addition for any service station, car 
dealership or garage. 


DELCO BATTERY DEALERS ! 


HOW TO ENTER THE Six New Corvair Trucks . . . popular Rampside pickups . . . they’re all 
“POCKET OF PROFITS" second prizes! With their curb side loading ramp, these trucks are just 
CONTEST the ticket for easy-on, easy-off delivery. Six battery dealers will win them 

(see official entry blank . . » all custom-equipped with 6-ply white wall tires, direct air heater, 

for complete rules) 2-speed wipers and windshield washers, wheel covers and two-tone paint. 


1. Ask your United Delco whole 
saler salesman for a demonstra 
tion of the 5-second Battery 
Checker 
Think of a name for the checker 
which you believe most aptly 
describes its convenience and 
business-building possibilities. 


. Write the name on the official, 


pre-addressed, postpaid entry 
blank and mail. 

















ALL AROUND THE COUNTRY, YOU RECEIVE FASTER, 
MORE CONVENIENT, MORE PROFITABLE SERVICE WHEN YOU 


{ 


Wherever you are, you find that United Delco is nearby, ready to serve you in a hundred different ways. The 
organization is many things: convenient zone offices, well-stocked warehouses, service training centers, 


wholesale outlets .. . all strategically located across the country; and it is people... field men, service 
Taksp (geen col e-mum gale) (-s-1-1(-1 am ol-1e-ye) ay al-) mr lalemmant-lah ame) Gil-1e-Pme- 11M dp dp mmelal-MmeLer- | mee el-1ac-lam-lh colante) (iU-M-1-18 G(o1- Mam me lalod gy -1-1-16| 
profits and better service are the words you live by .. . why not join the most progressive parts distribution 


team in the country? It's as easy as calling your United Delco supplier. 


UNITED MOTORS SERVICE, Division of General Motors 
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WANT A CARBURETOR KIT TO SERVICE ALL POPULAR U.S. CARS AND TRUCKS? 


simply say Delco 


You can do first-class tune-up jobs on a// carburetors with Delco-Rochester’s compiete 


line of Carburetor OK Kits. They contain all the necessary parts . . . gaskets, needle and 
seat, pump plunger... for a quick, quality carburetor tune-up on a// popular U.S. cars and 
light trucks. @ When your customer needs a carburetor replacement, give him peak 
performance and economy with a factory-calibrated and flow-tested Delco-Rochester 
Carburetor. @ Whatever your carburetion needs, simply say Delco—the service line 
that's going places fast. The complete line of Delco-Rochester service 
and replacement parts is distributed nationally through Umited Delco 
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MERCHANDISING 
and PROMOTION 


United Motors Service, Division of General 
Motors Corp., Detroit will merchandise all of its 
automotive replacement parts under the name 
United Delco. Previous to this announcement, 
products utilizing the name Delco were: Delco 
Battery, Delco-Remy, Delco Products, Delco 
Moraine, Delco Appliance and Delco Radio. New 
merchandising names now added to this list are: 
Delco Rochester, Deleo New Departure, Delco 
Hyatt, Delco Guide, Delco Harrison and Delco 
Packard. New identification signs (at left) 
are being offered to both wholesalers and re- 
tailers to inform the public of the location of 
authorized United Delco dealers. Other changes 
being made at this time include a complete 
change of packaging and a new theme line 
“simply say Delco.” 




















McQuay-Norris Mfg. Co., St. Louis, Mo. sees to 
it that garages, dealers, and service stations who 
stock a minimum inventory of McQuay-Norris 
“Positive-stop assembled” water pumps are fur- 
nished, free of charge, with a packaged program 
of sales aids for use with their customers and 
prospects. (left) This material consists of two 
colorful banners and an application chart, and 
a letter insert that can be mailed to customers 
and prospects or handed out in person. The ban- 
ners, chart, and a liberal supply of letter inserts 
are mailed directly to the repairman following 
his stock order of McQuay-Norris water pumps. 
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have a complete stock of tune-up 
ncluding Champion spark plugs 
y starts, more 
and better gas 


DEALER'S NAME 


aooress 








Champion Spark Plug Co., Toledo, O. is offering 
a selection of local advertising material for use 
by wholesalers and retailers. (top) For the 
dealer, the kit contains a selection of three car- 
toon-type consumer advertisements, one automo- 
tive, one farm and one marine. These are in- 
tended for newspaper and local magazine use. 
For the wholesaier, there are five advertisements 
for use in local trade publications. 


Master Parts Division of Airtex Products, Fair- 
field, Ill. makes available a merchandising cab- 
inet assortment for brake cylinder repair kits— 
(right). The new metal cabinet can be placed 
on a bench, shelf, or hung on the wall to provide 
a compact area for storage of repair kits. This eh ase ghar 


2 : : 0... 
steel cabinet measures only 23 inches wide and A SPRING TUNE-UP 


P . . e Spring and. summer is when driving is fun 
914, inches deep and is shipped complete with an pores eae biehway with a winter wear 
assortment of Master’s “Blue Ribbon” brake NSE see or bs OS eth 
cylinder repair kits which cover 92.8 per cent of b indi - beary duty Biee Stresh. When 30s 


wheel cylinder repairs and 76 per cent of master mier of rouble tre 


{ trouble-free, 





cylinder repair needs. Each kit is individually 
boxed and contains all the necessary quality re- 
placement parts required to rebuild either a rrase & 














. . TUN iP NOW...BEFORE Y 
wheel cylinder or master cylinder. — ” Se 


nhappy friend give to 


Standard Motor Products, Inc., Long Island ania esee a aiet 


City, N. Y. allows as how there are three tune-up or ane adit wplace wore ignition parte 
seasons—Spring, Fall and the rest of the year. [Se a. Coe on rar ee 
Makers of Blue Streak electrical parts, the com- D ) ree 
pany offers window streamers and five post cards 
as promotional aids. (two cards are shown at the 


right). 


ou can get where you're going without 
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Merchandising 


and Promotion 





REPACK FRONT & 
WHEELS NOW! 


i. 


e 


Federal-Mogul Service, Detroit, Mich. features 
Service Sam as the center of attraction in this 
promotion package. He’s the little man who re- 
minds customers and on-duty mechanics of the 
importance of wheel repacking or bearing serv- 
ice and oil seal replacements. 


Big Four Industries, Inc., Foster, Ohio, comes 
along with a new curb sign at left for the Kems- 
way Tire Conditioner. Manufacturer calls it a 
complete tire reconditioning department in less 
than 6 square feet. 
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Homestead Valve Manufacturing Co., Coraopo- 
lis, Pa. joined hands with Larry Garrigan, Balti- 
more Esso service station. Using six pretty 
models to give “First-aid to storm-dirty automo- 
biles” and Garrigan’s new Homestead Multi-Job 
Washer, he offered a free wash with the pur- 
chase of a minimum of eight gallons of gasoline. 
Results: plenty of local publicity, including TV 
news programs, increased sales and customer 
goodwill. Station is at bottom of opposite page. 


INSTALL 
REMANUFACTURED ENGINES 
Ce eiial 
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strongly recommend 
absorbers umbasted be 








Ditzler Color Division, Pittsburgh Plate Glass 
Co., Detroit, Mich. has a variety of sales aids for 
paint shops. Local newspaper advertising shown 
at upper left are provided without charge to 
paint shops, as are shop posters. Book matches, 
estimate forms and metal shop signs can be 
purchased from the local Ditzler jobber. 


Muskegon Piston Ring Co., Muskegon, Mich. has 
made available a large new poster. It is designed 
to help installers of remanufactured engines 
show and sell their customers on installing such 
an engine. This colorful poster, shown at left, 
stresses the quality, workmanship, new parts 
and care that goes into a remanufactured en- 
gine. 

The poster illustrates a typical engine through 
a large cutaway drawing and details all the re- 
manufacturing operations generally performed. 


Armstrong Hydraulics, Inc., Chicago, Ill. rounds 
out its retail promotion plans with its “Under 
Car Profit Kit.” It contains point of sale mer- 
chandising aids, mailers, banners and advertis- 
ing mats. Stressing the Armstrong Bounce Test 
the dealer is supplied with labels to advise cus- 
tomers that the car owner’s shocks have been 
given the Bounce Test. The test indicates the 
condition of his shock absorbers. 





ee 
Merchandising 
and Promotion 


Columbus Parts Corporation, Toledo, Ohio be- 
lieving that shock absorbers are easier to sell 
if customers understand their function and im- 
portance, has developed a “see thru” plastic 
shock demonstrator for use by service station 
and garage dealers. The demonstrator is avail- 
able with an attractive metal display sign in one 
package. 


Dow Chemical Company, Midland, Mich. has an- 
nounced a colorful sales promotion kit for its 
Dowgard Full-Fill Coolant. The kit contains an 
owner’s manual, a special consumer oriented 
fact book, a special tag for air conditioned ve- 
hicles, a booklet describing guarantee and pin- 
pointing profit story for new car dealers, a win- 
dow decal, replacement forms, and wall posters. 
The kits are available from automotive jobbers 
with orders of Dowgard. 








Yankee Metal Product Corporation, Norwalk, 
Connecticut offers an 11-2 display which fea- 
tures four of Yankee’s most popular chrome mir- 
rors for compact cars. The “‘one-package”’ com- 
pact mirror center, which can be used as a coun- 
ter or wall display, consists of a peg-board, the 
four mounted mirrors, and one each of the mir- 
rors in packaged back-up stock. 


John Bean Division of Food Machinery and 
Chemical Corporation, Lansing, Mich. is provid- 
ing its retailers with promotional kits which are 
tailored to the particular type of equipment 
which the company manufactures-Aligners, 
Balancers, Body and Frame Equipment. The kits 
include merchandising suggestions, data on 
signs, banners, handbills, stuffers, as well as ad- 
vertising mat proofs and radio commercials and 
classified ads. (Top photo, next page) 
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FREE BRAKE 
INSPECTION 


iA BRAKES ADJUSTED RELINED 
a Eesamcet 
Grey Roch smart ome 


Grey-Rock Division of Raybestos-Manhattan, 
Incorporated, Manheim, Pa. is building brake 
service business and profits for dealers with its 
latest merchandising program. The program 
consists of an attractive curb sign, a Grey-Rock 
6-set “Salesmaker” display and a complete mer- 
chandising kit which includes point-of-sale 
posters, and samples of mailing cards and en- 
closures. 


Dole Valve Company, Morton Grove, Ill. is 
making available to service outlets, a new per- 
manent stocking display called Control-O-Pak. 
The display, which is 14” x 23”, will sit on a 
counter or hang on the wall and holds up to 40 
stats or caps. The unit is shipped complete with 
a small assortment of only the fastest moving 
items which cover 95 per cent of all the cars on 
the road, 
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Arco Company, Division of American-Marietta 
Company, Cleveland, Ohio has enjoyed merchan- 
dising success with their Automotive Wall 
Chart. The 22” x 32” chart shows color chips of 
all 1961 automobile colors and is first of its kind to 
be used by the automotive refinish trade. 

+ Continued on next page 





Merchandising 
and Promotion 


Thermoid Division of H. K. Porter Co., Inc., 
Pittsburgh, Pa.: Based on its long-standing 
theme that “Bad Brakes Make Bad Drivers,” the 
manufacturer has carried the idea a step further 
in a car safety campaign through local distribu- 
tors, jobbers and dealers. Major part of the pro- 
gram to increase sales volume of factory-bonded 
brake shoe and hydraulic brake parts and fluid 
was the special offer of a set of Thermoid “Big 
T” brake stands with various assortment deals. 

With each of the assortments of brake shoes or 
parts, distributors were able to offer their cus- 
tomers a set of rugged Thermoid brake stands at 
a special dealer price. Along with each package 
deal, Thermoid provided three colorful window 
banners for dealers to use in attracting motor- 
ists and reminding them to have their brakes 
checked regularly. 


Stant Manufacturing Co., Connersville, Ind. is 
offering service stations and dealers equipment 
so they can realize profit possibilities of com- 
plete cooling system service. 

Stant offers a brand new folder that tells en- 
terprising dealers how to become cooling system 
specialists and make it pay. The Stant kit in- 
cludes the booklet, The Pressurized Cooling Sys- 
tem; window sticker to identify the Cooling Sys- 
tem Specialist; literature on how to make more 
money by merchandising Lev-R-Vent Safety 
Caps, Oil Filler Caps and Locking Gas Caps. 


Purolator Products, Inc., Rahway, N.J. has de- 
veloped a new marketing philosophy through 
four simple words, “‘Listen to the Man.” Program 
is backed up by spot radio commercials in 69 top 
gas-consuming markets. The “Listen to the Man” 
message will be broadcast 36 times each week 
during Spring and Fall, reaching 40 million 
listeners. Message tells listeners that their serv- 
ice station dealer is “The Man” to turn to for 
every service their car needs. 


“Listen to the Man" 
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Aluminum Industries, Inc., Cincinnati, O. offers 
a number of attractive and useful merchandising 
aids to dealers handling the Permite Preferred 
line of engine and chassis parts. 

One of the most useful is a new Chassis Parts 
Wall Chart, 17 in. x 22 in., spirally-bound and 
center-punched, with a string for hanging in 
the work bay of the garage, service station or 
specialty repair shop. The front cover carries a 
vehicle illustration showing the location of 
chassis parts. 


The AP Parts Corporation, Toledo, O.—Research 
shows the dealers of the auto service industry 
to be at one important disadvantage in compet- 
ing for muffler and pipe business ... speed in 
installation. AP is giving top priority to the task 
of providing dealers merchandising tools to 
combat this problem. Campaign consists of three 
major segments, the revised “A” Board to adver- 
tise 15-minute installation to the motoring public; 
the heavy duty pneumatic muffler gun to enable 
the dealer to actually do 15-minute installation; 
and the Muffler Service Manual to tell the dealer 
how to perform even difficult jobs in that time. 
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Inland Manufacturing Co., Omaha, Nebr. re- 
cently published their new brochure entitled 
“How to Make More Money with Your Radiator 
Department Through Advertising and Promo- 
tion.” This colorful booklet is loaded with every 
proven automotive merchandising idea known. 


Raybestos Division, Raybestos-Manhattan, Inc., 
Bridgeport, Conn. Company has developed the 
Safe-T-Gage, a new caliper, shown below, which 
measures brake lining condition. New tool which 
promotes brake safety has easy to read color in- 
dicators. Instrument shows Green when brake 
lining is satisfactory, Yellow to caution early 
signs of wear and Red when lining is thin. 


How to Make More 
* Money with Your 
Radiator Department 


woes ADVERTISING 
~~ PROMOTION 


These Proven Aids Will Attrect Redieior Cestorers a4 
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Advice on Checking Chevy Brakes 


By Paul A. Murphy 


Editor of Chilton's 
Flat Rate and 
Auto Repair Manuals 


Chevrolet Brake Pull 


f you are experiencing uneven brake pull 
] on Chevrolet models with fixed anchors, 

several checks should be made. (A), in- 
spect the brake lining. Dirt or grease on the 
brake lining will cause the brake to grab 
first on brake application, and fade out on 
heavy brake application. 

(B), check the brake drum. Chevrolet 
recommends, if drum is to be rebored for use 
with standard size brake facings, only 
enough metal should be removed to obtain 
a true smooth braking surface. If drum has 
to be rebored more than .010 in. over the 
standard diameter, it should be rebored to 
.060 in. oversize and the brake facing should 
be replaced with a .030 oversized facing. 
Reboring more than .060 should not be con- 
sidered since removal of more metal will 
effect dissipation of heat and may cause dis- 
tortion of drum. 

(C), make sure the linings are in the 
proper locations. The brake shoes should be 
installed with the short shoe on the primary 
(front) and the long shoe on the secondary 
(rear). 

(D), check the location of the brake re- 
turn springs. To insure that the primary 
shoe releases first and thus releases the 
secondary actuating force, it is important 
that the calibrated return springs are 
checked for tension and returned to the 
proper location, that is, the gray spring (40 
lb. pull) should be on the primary shoe and 
the black spring (50 lb. pull) should be on 
the secondary shoe. 

(E), final adjustment should be made with 
the emphasis on the running clearance rather 
than high pedal. Chevrolet recommends that 


the adjusting screw be turned up until a 
light, even drag is felt, then back off the ad- 
justment seven notches to insure proper lin- 
ing to drum clearance. 

We have had some personal experience 
with this brake, where the aforementioned 
procedures did not eliminate the uneven pull 
on the front wheels. Although not a cure-all, 
we did have a degree of success by filing out 
the end of the secondary brake shoe where 
it contacts the fixed anchor. 

As pictured here, lay a 25¢ piece on the 


top of the removed secondary shoe, and scribe 
a line around the contour of the quarter. 
Then file the shoe out to the scribed marks. 
Be sure not to go any deeper than the 
original hole. The object is to allow the 
shoe to float more, rather than to go any 
deeper. 


Locating Tire Thump 


It is sometimes difficult to locate which 
tire is the cause of the road thump. Here is 
a method proven in service. On passenger 
car size tires, inflate the tires to 50 lb., then 
drive the vehicle on the road and see if the 
thumping disappears. Deflate one tire at a 
time to the recommended pressure and make 
a short test run after each deflation until 
the thumping tire is located. Larger size 
tires use air pressure proportionately higher. 
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SERVICE MANAGERS’ 


NOTEBOOK 





A round-up of information on 


trouble-shooting poor fuel economy 


or performance on cars 


Possible Cause of Poor Gas Economy 


ALL 1960 S/X CYLINDER 
PLYMOUTH & VALIANT CARS 


FRONT OF CAR 


O 


O O 


ALL 196] S/X CYLINDER 
PLYMOUTH & VALIANT CARS 


Correct position of gaskets for 1960-61 Plymouth and Valiants. 


If complaints are registered of 
poor fuel economy or perform- 
ance on 1960 or 1961 Plymouth 
six cylinder or Valiant cars; an 
inspection should be made to be 
certain the correct gasket is in- 
stalled between the carburetor 
and the intake manifold. This 
should be done before attempt- 
ing any mileage tests or tune up 
procedures, 

On 1960 Plymouth six cylin- 
der and 1960 Valiant engines, 
two gaskets, Part No. 1630472, 
must be used between the car- 
buretor and the intake manifold. 
The use of one gasket will affect 
fuel economy and prevent proper 
choke operation. In production 
these gaskets are usually stapled 
together. All 1961 Plymouth six 
cylinder and 1961 Valiant en- 
gines, including those equipped 
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with the Closed Crankcase Ven- 
tilating System, use Gasket, 
Part No. 2205582. When Gasket, 
Part No. 2205582, is used, the 
gasket must be positioned on the 
manifold as shown in sketch. 


Be Cautious On Gas 
Mileage Complaints 


Gasoline mileage records 
made by car owners never give 
a true picture of the efficiency 
of the engine fuel system since 
they include the effects of driv- 
ing habits and operating con- 
ditions of the nut behind the 
wheel. Because of the wide vari- 
ation in these conditions it is 
impossible to give average mile- 
age figures for cars in general 
use; therefore, any investigation 
of a mileage complaint must be 


based on an accurate measure- 
ment of gasoline consumption 
per mile under proper test con- 
ditions. 


Use A Gas Mileage Test Gauge 


A gas mileage test should be 
made with a oth gallon gauge 
on a reasonably level road, at 
fixed speeds, without accelera- 
tion or deceleration. Test runs 
should be made in both direc- 
tions over the same stretch of 
road to average the effect of 
grades and wind resistance. 
Test runs made at 20, 40 and 60 
m.p.h. will indicate the approxi- 
mate efficiency of the low speed, 
high speed, and power systems 
of the carburetor and show 
whether fuel consumption is 
actually abnormal. If a mileage 
test indicates that the fuel con- 
sumption is above normal, then 
a thorough tune-up is definitely 
indicated. 


Revised Clutch Piston on 
Mercury Three Speed 
Automatic Transmission 


To reduce the possibility of 
front clutch failures under 
severe “rocking” conditions, 
Front clutch piston assemblies 
have been revised to incorporate 
a centrifugally operated ball 
check bleed valve, in place of the 
mechanically operated valve. 





This service station with its unusual butterfly canopy believes in ee and promotions. Bright ban- 
ners and eye catching signs are constant reminders to the passing motorist of the sales and services offered. 


TBA/R Merchandising is 


BiG 


BUSINESS 


TBA/SZR means tires, batteries, accessories and 
repairs. Service stations and shops are reaping 
big profits by promoting all four at once 


repair work are becoming big profit 

makers in the service station field. No 
longer do service stations merely pump gas 
and offer lubes. They are now inviting the 
customers out of their cars to look at bat- 
teries, tires and other items exhibited in and 
around the station. The more attractive the 
exhibit the more it attracts the buying cus- 
tomer. 


TT BA items, self service counter sales and 


Must Be Taught 

The serviceman must be taught how to sell 
the extra items. If he gets a commission on 
each item sold he will do even a better selling 


By William M. Montgomery, News Editor 


job. In many of the forms of advertising, un- 
usual promotions and signs often are used to 
bring the prospective customer in. Signs 
and posters offering “Specials” are good, es- 
pecially if there is a picture or cartoon-type 
figure to attract attention. 


Believe In Advertising 


Many automotive establishments are firm 
believers in radio and TV advertising. Take 
one car dealer for example; he advertises reg- 
ularly in newspapers, radio and TV. He feels 
that if you keep telling the public often 
enough they will eventually come to believe 
and remember the advertisement. 
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Get the car up on the lift. The lube department 
has a golden opportunity to look for additional 
repair work such as ta and tailpipe replace- 
ment, alignment work and wheel balancing. 


The more unusual the sign or promotion the 
better are the chances for success. One shop, 
for instance; placed a car on the roof with 
badly worn tires and out of balance front 
wheels turning over the entrance way. This 
was a dramatic reminder to the passing 
motorists of the need for constant alignment 
care. Alignment work picked up terrifically 
after the wheels started to turn. 


Signs On Wall 

The outside of the shop wall is a good place 
to list work that is being offered in the shop. 
List brake religning, shock absorbers, align- 
ment, wheel bearings, tune-ups, engine over- 
hauls and expert body work. Be sure that the 
sign is professionally painted. A sloppy and 
obviously homemade sign will discourage 
motorists from stopping in. They may think 
your work may be just that sloppy! 


Look Under Hood 
When you look under the hood to check oil 
notice condition of the hose, clamps, fil- 
ters and radiator. If the engine is dirty sug- 
gest a steam cleaning job. If you are checking 
Continued on page 118 
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Modern and well lighted service repair station 
attracts customers. Modern equipment makes it 
easy to check and repair cars. Wheel alignment 
is a big money-maker at this station. 


An independent repair shop has five wide service 
repair bays. Over each entrance bold signs adver- 
tise the special service offered. 


Owner of this service station keeps an attractive 
display of accessories and parts conveniently within 
reach of the customer who gets out of his car to 


"browse around" while car is being serviced. 
“Msn h8 f oe al . 


ARBAB: 
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Problem With Crankcase Oil 
Getting Into Cooling System 


I own a ’57 Olds 98 Holiday, 
and the oil from the crankcase is 
being forced into the radiator at 
the rate of 2 quarts per 1,000 
miles. However, there is no 
water going into the crankcase. 
This condition has existed since 
the car was new. It now has 
38,000 miles. I bought the car in 
December. The original owner 
has told me this condition nas ex- 
isted since he purchased the car 
new. 

The car has always been serv- 
iced in the garage from which 
it was purchased so that a com- 
plete record of service is avail- 
able. 

The mechanic has admitted 
the existence of this condition 
since it was new, also, but never 
knew what to do to correct it. 
Do you have any suggestions as 
to the cause and how it can be 
corrected? 

Lon C. Krabill, 
Gulf Service Station 
Alliance, Ohio 


SUALLY when this happens 

it is due to a faulty head 
gasket. On these engines oil is 
fed to the rocker arms through 
a passage from the cylinder 
block and head sealed by the 
head gasket. 

It would be hard to determine 
which bank might be leaking, 
therefore, I would suggest in- 
stalling new gaskets on both 
banks. 


for troubleshooting 


Chevy Hard to 
Start When Hot 


We are writing you in regards 
to a 1954 Chevrolet equipped 
with a Standard transmission. 
It starts O.K. while it is cold, but 
when it gets warm or hot it won’t 
kick over fast enough to start. 
Seems as if the starter is drag- 
ging, but we have tried a new 
starter and solenoid. We have 
checked the timing and every- 
thing we know to do. Seems as if 
it builds up compression. If you 
know of anything that might 
help us to find why it won’t start, 
please let me know? 

Simmons Auto Repair 
Corona, New Mexico 


INCE the obvious things have 
been checked and are in good 
working condition, I would sus- 
pect that perhaps some perma- 
nent anti-freeze may have gotten 
into the oil. This happens once in 
a while. To get rid of it, it will 





Read what 


Motor Age 
Readers’ Suggest 
in 
Shop Kinks 
found on page 6 


of This Issue 











be necessary to flush out the 
crankcase real good, and to 
locate the leak. Using radiator 
leak detector will usually un- 
cover internal leaks. 


Can’t Locate Cause 
For Engine Miss 


I would like to take this oppor- 
tunity to inform you of a condi- 
tion existing in a 1952 Cadillac, 
60 series, that really has me up a 
tree. I have a miss on #5 cylinder 
that I cannot remedy. I have 
been informed by owner that car 
has missed for 5 years. I have re- 
moved the distributor, inspected 
thoroughly and renewed points 
and condenser—changed plugs, 
high tension wiring. Intake 
manifold, carburetor checked, 
valve opening and closing se- 
quence. Checked compression 
which is 135, the same as all 
other cylinders. Checked for loss 
of vacuum etc. I have good fire to 
the cylinder in the proper se- 
quence. Compression is O.K. Fuel 
is apparent on plug and piston, 
but still this cylinder will not 
fire. However, if both #3 and #1 
cylinder wires are removed #5 
will hit. When either #30 or #7 or 
both are replaced #5 will not hit. 
I’ve taken this up with the Cadil- 
lac garage and they are also 
stumped. I have consulted top 
tune-up men in our town and still 
no answer. In over 15 years this 
is the first engine I have not been 
able to make hit and I’m really 
stuck. Would you be so kind as 
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By Jack Montgomery Technical 


to offer some suggestion if pos- 
sible on this problem? 

Phil Machler, 

Rembolo Mfgr., Inc., 

LaPorte, Ind. 


OU have completed a very 

thorough job in checking 
this engine. About the only thing 
I note in your letter you haven't 
checked is the exhaust mani- 
fold. Sometimes, the exhaust 
ports or manifold will carbon up 
sausing back pressure. | would 
suggest removing the exhaust 
manifold and running the engine. 


Front End Has Shimmy 


When Making Left Turn 


I have a problem with a 1955 
Lincoln Capri convertible. It has 
a terrific front end shimmy when 
making a left hand turn. The car 
has been aligned and all 
wheels balanced. New shock ab- 
sorbers and the power steering 
pressure has been 

Wheel were 


tires 


four 


replaced. 
checked, 


steering box 


bearings 
rotated, 
checked and tightened. We have 
done everything possible to the 
front end and still cannot get rid 
of the shimmy on a left turn. It 
has a very slight shimmy on a 
right turn. I would appreciate it 
if you could give me any idea that 
may help this situation. 
Bob Lefkowtz 
Bobsi Service Station, Inc., 
Hicksville, N.Y. 


] WOULD suggest going over 
the steering and components 
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once more. Double check for any 
looseness. Disconnect drag link 
and adjust worm and sector on 
the high point. Check power 
steering, centering valve and 
spool for proper adjustment. 
Make sure that tie rods are ad- 
justed equally when drag link 
is connected. 


Power Steering Loses 


Oil and Whines 


I have a ’59 Olds Super 88 
with power steering. The first 
sign of trouble was a growl. We 
discovered the oil reservoir was 
fluid. After this was 
filled it was OK for a few days. 
Then I had to fill again. This 
went on a couple of weeks. I took 
it to the dealer and he removed 
the steering unit and replaced a 
seal plug and pressure hose. I 
drove 25 miles and heard the 
high-pitched whine indicating 
no oil and when I stopped I 
found the oil was blowing out 
around the connection of the 
pressure return hose. I tightened 
the clamp and filled with oil and 
thought it would be OK. I then 
drove it about 300 miles without 
any further trouble. Then it 
started blowing the oil out under 
the filler cap. I would refill with 
oil and especially if driving in 
hilly country, the thing would 
force this oil out in a few min- 
utes. This kept up until I finally 
cut the belt and drove it about 
200 miles without it. When I 
took it back to the shop they 
told me they saw nothing wrong 


low on 


with it. They replaced the belt 
and drove it about 30 miles and 
told me it appeared to be OK. 
I started home (about 50 miles 
from shop) and after 20/25 
miles it was out of oil again, 
blown out from under filler cap. 
It builds up a terrific pressure in 
the system. These mechanics tell 
me they have no doubt its doing 
what I explain its doing, but they 
say they haven’t had it before 
and don’t know what to do. I re- 
sent having to sell the car be- 
cause of this sort of thing and it 
only has 30,000 miles on it. Can 
you suggest what causes this 
sort of intermittent pressure 
buildup? All the time I am hav- 
ing trouble with it the power 
steering is working. At speeds 
below 50 mph I never have any 
trouble at all with it building up 
pressure and throwing out the 
oil. 

Chas Harris 

Jigger, La. 


SUALLY when you have a 

condition like this it is due 
to the pressure relief valve not 
operating properly. I would sug- 
gest removing this valve for a 
thorough check-up. 


Peculiar Engine 
Noise When Idling 

Am writing you in regards to 
a 1959 Mercury. This car has 


a slight knock in the engine. 
Sounds like it is in fuel pump or 
linkage. Put on new fuel pump 
and it seemed to be quiet till the 
oil got warm and had the same 
noise. The man has had this car 
to several places. They tell him 
that it is nothing to worry 
about; that they all do it. But it 
is the only one that I have heard 
that has that kind of knock or 
clatter. The car had 12,000 miles 
on it when he got it and has 30,- 
000 on now, but the knock 

Continued on page 144 





Compressed Air System e « « « Continued from page 59 


gauge on the air compressor while 
it is not running and assume this 
is the pressure delivered to the 
tool. There is a big difference be- 
tween what the tank gauge reads 
when the compressor is stopped 
and what actually gets to the air 
tool. 

The system controls operate 
over a range of 25 to 35 psi be- 
tween cut-in and cut-out. This 
means that a compressor cutting 
out at 125 to 135 psi would not 
cut-in until the system pressure 
dropped to 100 psi—25 psi below 
the peak efficiency for a tool rated 
at 125 psi. To operate all the tools 
at highest efficiency, the compres- 
sor must cut-in above the highest 
pressure required by any tool. 

Even if you have adequate pres- 
sure at the compressor, you may 
be choking the pressure before it 
gets to the tool. Normally, an extra 
10 psi is allowed for the pressure 
drop between compressor and tool. 
This allows for pressure loss: in 
the system due to friction in the 
piping, connections and valves. 
Poorly designed or over-extended 
piping, particularly where an in- 
stallation has been added to from 
time to time, can cause even 
greater losses. 

One of the biggest trouble- 
makers is inadequate hose size. 
Don’t choke the power out of your 
air tools. Usually, hose lengths do 
not exceed 25 feet. Under these 
circumstances, 4,” tire hose can 
be used for equipment requiring 
air up to 15 cfm, 3%” hose up to 
25 cfm and \,” hose for all equip- 
ment consuming over 25 cfm. 

Actual loss from compressor to 
tool can be easily checked by in- 
serting a needle pressure gauge 
in the line at the tool—while it is 
operating. The needle gauge read- 
ing will show the actual pressure 
being supplied to the tool. If the 
pressure drop is greater than 10 
psi, check your hose and con- 
nections. 

Closely allied to the problem of 
pressure is the proper type con- 
trol for your specific operation. 
Controls can be of four types: 
manual, automatic, constant run- 
ning or dual operation. The latter 
is a combination of automatic and 
constant running. Manual control 


92 


is rarely used since it would 
necessitate a man on duty at all 
times to handle it. 


How Much Is Enough Capacity? 


Determining the capacity re- 
quirements of a shop is a straight 
forward process of totaling the in- 
dividual consumption rates of all 
the air-operated equipment. But, 
there are other indications that 
will tell you if there is adequate 
capacity. If you run the tools your- 
self, is there a noticeable drop off 
in the tool’s power when someone 
else is using a tool at the same 
time? When several tools are in 





“You'll have to move a little faster 
or you'll probably get hit by a 
pedestrian!” 











operation, does the compressor 
cut-in and run continuously until 
one of the tools is shut off? Does 
it seem to take forever to inflate 
a large truck tire? Have you lost 
a couple of cures in the retreader 
due to poor adhesion? All of these 
are indications of inadequate ca- 
pacity. 

There are several ways of cor- 
recting the situation, depending on 
how bad the problem is. Some 
shops need large surges only in- 
termittently. A large receiver 
tank can be used to balance out the 
load. If the excess load is con- 
tinual, either a larger compressor 
is required, or an auxiliary ma- 
chine can be added to share the 
load with the present compressor. 

Don’t make the mistake of buy- 
ing a compressor on the basis of 


cubic feet per minute of piston 
displacement. All manufacturers 
of air-cooled compressors rate 
their machines in terms of piston 
displacement. This represents the 
volume swept through by the first 
stage piston(s). But, piston dis- 
placement in no way represents 
either “free air” or “actual air” 
delivered by the compressor. 

Since there must be clearance 
between the piston and cylinder 
head, losses through valves, ex- 
pansions due to heat generated, 
etc.; the actual or useful air will 
always be less than the piston dis- 
placement. How much less depends 
on the volumetric efficiency of the 
compressor. This efficiency will 
vary between single and two-stage 
compressors and is also dependent 
on the final pressure of the unit. 

Lost efficiency through excess 
moisture in the compressed air 
system is not as immediate or di- 
rect as lost efficiency through in- 
adequate pressure or capacity. 
That does not mean it is any less 
important. 

Even on dry days, the air con- 
tains moisture that condenses out 
after compression. Usually, a cer- 
tain amount of this moisture will 
condense out in the tank or air 
receiver. But frequently, an exces- 
sive amount condenses in the pipe 
lines beyond, and even traps don’t 
remove all of it. The result is water 
every time a valve is opened. 

The remedy is aftercooling. 
Aftercooling condenses the mois- 
ture in the air before it reaches 
the tank. The water is allowed to 
collect and drain off, either man- 
ually or automatically. The after- 
cooler is mounted between the com- 
pressor and the tank in the place 
of a normal discharge pipe. Both 
air and water-cooled aftercoolers 
are available. A good, efficient 
aftercooler is sufficient to elimi- 
nate the excess moisture in the com- 
pressed air and protect your in- 
vestment in pneumatically oper- 
ated equipment. 

Watch out for “built-in obsoles- 
cence.” Don’t get a compressor 
that just meets your present ¢ca- 
pacity requirements. If you have a 
compressor that just fits now, the 
addition of one or two air tools 
will obsolete the entire system. As 
a general rule, get the next size 
larger compressor to allow for 
future expansion. 
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Fair warning The shock absorbe a 
your car were not put there just 
comfort. They ore primarily safety 
devices designed to keep your tires 
on the road and your cor under con- 
trol. Se don’t risk life and limb on 
worn, dangerous shocks Have yours 
checked regularly, starting the very 
next time you visit your service sta- 
tien or garage. 


Get Gabriel Ajustomatics 


if you ne 
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Also: The Gabriel Load-Absorber 
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We've done the spade work with eye-stopping 
ads like the one shown above . . . in TRUE, 
SPORTS ILLUSTRATED, SATURDAY 
EVENING POST, HOT ROD, MOTOR 
TREND, and MOTOR LIFE! Now... make 
the most of it by checking every car you get on 
the lift, and by reminding every motorist that 


THE GABRIEL COMPANY e Cleveland 15, Ohio 
GABRIEL OF CANADA, LTD. ¢ Toronto 14, Ontario 
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TIE IN! 
SELL THE 
“CHECK Te 


BEFORE YOU 
CRACK uP” 


IDEA WITH 
GABRIEL! 


shock absorbers are primarily safety devices, 
designed to help keep his tires on the road and 
his car under control. 

Remember: every motorist who drives into 
your place of business wants safety for himself 
and his family. Gabriel shocks help provide 
safety for him . . . and sales for you! 


abriel 


K ABSORBERS 


SHOC 
LOAD ABSORBERS 





By William M. Montgomery, News Editor 


Ads On Back Of Mechanics’ 
Shirts Advertise Services 


People are strange in that they 
will go out of their way to stop 
in at a station or garage that 
specializes in service or a special 
product. One easy and inexpen- 
sive way to attract new cus- 
tomers is to advertise on every 
man in the shop or station. Place 
the ad on the back of the shirts. 
You can letter such signs as: 
Muffler Specialist, Tuneup Ex- 
perts, Brake Experts, Shock ab- 
sorber Specialists. What better 
way to remind customers of 
services rendered by your shop? 
Richard W. Pianko, Wetherfield, 


Conn. 


Gas Pump Light Is 
Reminder Of Charge Sale 


I am an operator of a small 
garage and service station in a 
small village. I know all of my 
customers. Half of my gas sales 
are charged. Many times I would 
have a charge sale, get busy at 
something else and forget to put 
it down. 

To remind me, I installed a two 
way switch on my gas pump and 
a red light with a two-way switch 
in my office. When I have a 
charge customer I turn the light 
on at the gas pump. The light 
stays on until I write the charge 
sale down. 

After I write the sale down, I 
turn the light off at my desk. 
The two switches, light sockets, 
bulb and wiring cost me only 
$6.75. It has paid for itself many 
times over. George Garrels, Gar- 
rels Garage, Secor, Ill. 
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Use of Photos Sparks 
Merchandising Sales 


Periodically we make a good 
buy on some TBA item on which 
we wish to stage a direct mail 
promotion, or which we intend to 
feature in a newspaper ad. But 
it doesn’t pay us to have the 
paper make up a layout that in- 
cludes a picture of the item. Yet 
we feel a picture will spark 
better sales response. 

So we use our Polaroid camera 
to shoot an instant picture. Then 
if it’s to be a postal card promo- 
tion, we simply paste the picture 
on a sheet of paper, type in the 
copy we want, then take it to the 
printer. If it’s to be a newspaper 
ad, we make a 4 x 5 in. Polaroid 
photo and our paper accepts — 
They’ll even take a3144 x44 i 

There are a number of od: 
vantages in using our Polaroid 
camera. It avoids having the ad- 
vertising department of the 
newspaper send out a photog- 
rapher to make a negative, de- 
velop and print it, return it to 
us for approval, etc. all of which 
involves time and delay. 

On the other hand, if the pic- 
ture we’ve taken doesn’t suit us, 
we can immediately shoot an- 
other, so it doesn’t take an ex- 
pert to make the picture we 
want. Enhancing a direct mail- 
ing piece with a photo does much 
to boost sales of the merchandise, 
which means the investment in 
our Polaroid is giving us a useful 
and economical merchandising 
tool. Harvey Muller, Box 6, Dan- 
boro, Pa. 





Business Card Check List 


Advertises Shop’s Services 


We read MOTOR AGE with 
care and all fine points that we 
find useful are placed on the shop 
board for the benefit of the boys. 
I was interested in your section 
of merchandising ideas. Here in 
the shop in my past fourteen 
years of business, I have tried 
every system of sales. I found 
the following system the best of 
all. 

Place business cards in all 
courts, motels, etc. On it is 
printed—‘“Deliver free of charge 
—first car in stall each day 
given free wash. Then use a 
check list showing what parts of 
the car have been checked and 
what parts need service or re- 
placement. On the back of the 
check list is a diagram and an 
article explaining why tires 
should be rotated. Each customer 
is given one of these check lists 

Continued on page 106 


MOTOR AGE @ July 196! 





TO ALL MAREMONT 
INSTALLERS! 


_ The Most Complete Muffler 


= Sales Kit Ever Made! 


Pet Benes 
eee Beemer 
now! 


IF IT WILL 
HELP YOU SELL 


MUFFLERS 
IT’S HERE... 


AND IT’S FREE! 












- 
—— 


. . . boost employee pay, 
your sales. 3 cards and 
instruction sheet with 
.suggested plans. Wallet 
Sas Drder Nmewe: ... builds sales, 


. . . for doors, windows or : improves service. a } 
walls. Order MH701. qour SAFE, r Order MH238. | | 
IS OUR BRE SINESS . 


6 B%" 011" ‘ge : 
cover every. 


mM feature of 


| FIGHTS RUST 

... eye appealing, 
three-color plastic 
Maremont Muffler 
sign. Sticks to glass 


and other surfaces. 
Order MH640. , 









... decal identifies you 


And ask your jobber about - as authorized Marémont 











Muffler)Installer. Order 
|. Sao bey arenes mea 
der 1914-20. 


...handsomely embossed 
on solid black metal. Your 


| a At s «+. powerful 
name printed in gold. ; WBE: newspaper 





and all alloy-coated cutaways 
on rotating displays. 





-Order MH479. mats, radio 
you bet ... give list and scripts. News 
L ote life ne ss ae flat rates on tail- Mats, Order 
; vith a. Sor ...35"x 22" 3-color poster - .13"x 18” 3-color vehicle pipes and muf- Form 1677; 
leaky muffler Siu ... calls attention to need inspection reminder flers, right appli- Radio 

youmayxcen ; Toot’: for muffler inspection and poster... sells mufflers. cation number for scripts, 
An Aoeo UE ' replacement. Order MH518. Order MH605. cars. Order MH125. 1676. 





MAREMONT’S EXCLUSIVE MUFFLER 
SALESMOBILE BRINGS HELP 
RIGHT TO YOUR DRIVEWAY 


Technical help—sales-help— advertising help 


right where it will do you the most good. 





' AND MAREMONT NATIONAL \ ALLOY-COATED 
Ps ADVERTISING STARS YOU AND AWSWOWY MUFFLERS 
‘en YOUR SERVICE IN BIG ADS IN 


4 LIFE mele). POST 168 North Michigan, Chicagot 


IF YOU GO FOR BIGGER BUSINESS...SEE YOUR MAREMONT JOBBER NOW... AND GROW! 





ANOTHER JuERasoi BiG] 
a = ) 
































HERMO/D Big J Fender Covers 


Get this top-quality, sponge-rubber-backed 
fender cover—a $6.45 value—for only$2.98. 
Get this cost back quickly by selling the FREE 
BIG T FAN BELT or REDI-CURV radiator hose 


given you with every fender cover. 
Check these quality features: 


e 14" high ridges on crown of cover make an 
ideal recess to hold hand tools and small 
parts—a real timesaver. 


Nonslip, lightweight cover. 


Fabric reinforced neoprene top, sulphur- 
free sponge rubber backing, vulcanized 
into a one-piece construction. 


Improved cleaning—wipe with gas, uphol- 
stery cleaner or detergent. 


HERE'S THE DEAL... 


Buy 12 Thermoid Big T Quality 
Fan Belts or Redi-Curv Radiator 
Hose in any combination 
(6-6, 9-3, 10-2, 12-0, etc.) 


This entitles you to a $6.45 Qual- 
ity Big T Fender Cover for only 


One set Window Banners 


One Fan Belt (V-29,V-123,V-180) 
or one Redi-Curv Radiator Hose 
(RC-505, RC-509, RC-526) 


TOTAL 


*Approximate 





$18.36" 


2.98 
FREE 


FREE 
$21.34 


You Sell the FREE Big T Fan Belt 
or Radiator Hose and you more 
than pay for the Fender Cover. 


Buy a minimum stock of hose and 
belts now for Spring and Summer 
sales and you'll receive a good sup- 
ply of Big T Fender Covers. 


Nothing could be easier—Equip your 
shop nowwith a complete set of these 
sturdy, high-quality fender covers. 
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PROFIT MAKING DEAL FOR YOU 


t ’ S ba : ” UO 

500’ Quality “Redi-Curv” Hose - 
Winner of Indianapolis ‘500’ in 1961 and every year since 1950. . . 
e Specially Compounded Rubber... resists effects of oil, ozone, Big Quality Fan Belts 
chemicals. e Maximum Cooling System Protection ... can’t chip or e One Premium Quality . . . minimum inventory dollars. 
flake to clog radiator. e Always Fresh... resists aging on the shelf e Prestretched Construction . . . for longer life. 
or on the car. e Heavy-Duty Construction . . . steel coil and tire cord e Neoprene Jacketed . .. oil and grease resistant. 


reinforced for maximum strength and flexibility. e Maximum Cover- e Application Engineered . . . best fit for every drive 
age... every part number a fast mover. e All-Service Coverage . . . includes off-highway use. 


There’s no limit—order as many deals as you need today— 
re-equip your shop now with all the fender covers you need 
—restock your shelves with “need it right now” merchan- 
dise for spring and summer driving— 


Thermoid Division, Dept. 300 
*atpi 200 Whitehead Road, Trenton 6, New Jerse 
Call your distributor peaks Rg see es RR 


You bet—!I need some Fender Covers and | am 


salesman today, or interested in the Fan Belt and REDI-CURV 
. Hose deal. 

send in the attached 

coupon for the name 

of your nearest Thermoip 

BIG Fdistributor 


Name 





Address 





City _Zone State 








Shs eee Aceh puntt neh soci Wie cst exe se) casi cate oie ame ime Ged eae 


My usual jobber supplier is 


THERMOID DIVISION 
PORTER H. K. PORTER COMPANY, INC. 


200 WHITEHEAD ROAD, TRENTON 6, NEW JERSEY 
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1961 New Passenger Car Registrations” 





| | | | | All Others 
Cadil- | Chev- | Chrys- | | Im- Lin- Mer- | Olds- | Ply- Pon- | Ram- | Stude- 
STATE Buick lac rolet ler Comet | Dodge | Ford (perial | coin cury | mobile) mouth | tiac | bier baker | U.S. | Foreign 


Alabama i 1730 71 | 177 221 1382 13 29 | 241) } 335 
4 Mos. | 6677 275 | 657 825 5195 | | 977) 1248 
Alaska i 77 1 5 2 16 1 | | 2 7 
294 17/234 6 | 31) 58) 
Arizona ‘Apri 4 896 146 824 181! 190 
3156 529 | 609, ‘ 611) 

eee i 846 77 | 1 

. 4591 514 
California i 10560 1975 
7 


\ 7274 
Colorado i 176 


Connecticut 
Delaware 
Dist. of Col 
Florida 
Georgia 


Hawaii 


Kentucky 


Louisiana 


Michigan 


Minnesota 








Nevada 
New Hampshire 


New Jersey 





603 669 
1934 | 2113 
34 | 48 
96 184 
1283 | 1708 
4171~| 5482 
119 | 225 
511 902 
35 | 55 
132 | 142 
452 | 1195 
| 28399 1515 | 3732 

Oklahoma. uw | 62 122 
. | 209 459 

NR bie caniasecte . | Apri | 54 127 


New Mexico. 





Pennsylvania 
Rhode Island. 
South Carolina 
South Dakota. 


Tennessee 


Virginia 


i Reet — 
Sawnwae Sonor d¢ 


Washington 


nv 


West Virginia 


Baltasa 


Wisconsin. 11342 
1562; 36611 

5 3 5: 64 59 189, 91113 
106 798 | | 214 215) | 4 648; 4100 


Wyoming 


savonsieall ——S————— aihlinatieaiaias “ - | ae ee a 
April, 1961+, 24406 | 12324 1130680 | 8435 107662; 944 2353 | 9901) 26022) 27175) 31420) 29877; 7203| 790| 32344| 487973 
April, 1980+, 25062 | 13799 |166378 36031 133419, 1388 | 1882 | 14285, 33724| 44805| 41567) 41255, 10443, 3665, 47152) 637032 


4 Mos. 1961}, 84361 | 47867 (471723 393587, 3792 | 10278 | 36846 96761| 94904| 112976, 106801, 23682) _3114| 118777\1756480* 
4 Mos. 1960+| 87337 | 51427 1552199 20114 115231 474339. 5767 | 8527 | 54162 115758 148424) 132166) 133355, 38139| 13961| 180650 2157995 


*-Compiled from official state reports. Data property of R. L. Polk & Co. May not be copied, sold, or reprinted without Polk permission. 
t-Does noi include data for Connecticut for April and four months. “-State totals for four months will not add to totals shown due to elimination of data for Connecticut. 
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New Literature 


Axle Brochure 
Causes and cures of axle 
failures are discussed 


The U.S. Axle Company: Re- 
cently announced is the avail- 
ability of a free guide to the 
causes and prevention of axle 
failures. The booklet uses de- 
tailed illustrations and explains 
typical failures such as those due 
to fatigue, twisting, abusive 
handling, loose wheel bearings, 
severe operation, bent axle hous- 
ings and _ excessive twisting 
loads. Write: U.S. Axle Co., Inc., 
Pottstown, Pa. 


Brake Lining Wall Chart 
Identifies brake linings of an 
unknown part number 


Gatke Corporation: Identifying 
brake linings of an unknown part 
number has long been a problem 
to the brake service man. Now it 
is possible for service men to se- 
cure from the worn brake linings 
themselves the correct part num- 
ber for ordering the right brake 
lining replacements. The techni- 
cally illustrated Wall Chart de- 
scribes the proper procedure, in 
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seven simple steps, on how to 
measure the worn brake linings 
as accurately as an engineer. 
From these seven key measure- 
ments the service man is able to 
determine the correct part num- 
ber by referring to the Brake 
Linings Identification Manual. 
Write: Gatke Corporation, Dept. 
A., 228 N. LaSalle St., Chicago 1, 
Illinois. 


Plastic Lens Catalog 
Covers stop, tail, parking and 
backup lenses 


Auto Lamp Manufacturing Com- 
pany: Release of the new 1961 
“Pathfinder” Plastic Replace- 
ment Lens catalog of stop, tail, 


parking and backup lenses was 
announced. This catalog lists, de- 
scribes and illustrates over one 
hundred and twenty different 
types of plastic replacements 
lenses for every make and model 
of both domestic and foreign pas- 
senger cars—some of the lenses 
made for cars dating back to 
1942. Write: Auto Lamp Manu- 
facturing Co., 2909 S. Indiana 
Ave., Chicago 16, Illinois. 


Power Tool Catalog 
Describes over 100 power tools 
and their accessories 
Skil Corporation: Announced is 
a new 68-page power tool catalog. 
The catalog contains complete in- 
formation on over 100 Skil 
Power Tools for use in industry, 
construction, automotive service, 


vocational training, maintenance 
and other applications. Included 
are over two hundred illustra- 
tions, information on product 
features and applications and 
complete specifications. Write: 
Skil Corporation, 5033 Elston 
Ave., Chicago 30, Illinois. 


Shock Absorber Catalog 


Contains detailed assembly and 
mounting instructions 


The Columbus Parts Corpora- 
tion: Newly published is a shock 
absorber catalog that contains 
detailed assembly and mounting 
instructions as well as illustrated 
installation tips. Nine of the 56 
pages in the catalog are devoted 
to installation tips for cars that 
require any installation proce- 
dures out of the ordinary. The 
section is by car models in alpha- 
betical order. All installation 
tips are fully illustrated and ex- 
plained. Write: Columbus Parts 
Corporation, 1801 Spielbusch, 
Toledo, Ohio. 


Sales Brochure 


Designed to sell more filters 
and oil 


FRAM 
ee ee eee 
FILTERS 


Fram Corporation: “How Your 
Car Can Save You Money” is the 
Continued on page 104 
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Se ee 


MONMOUTH 


ERR: 3 


_—, ~ eS VW 


“| always use Monmouth in my racing cars... . 


says J. T. Carpenter 
. . - Carpenter's Auto Service 
bearing that can take punishment. With Monmouth I race all season Waco, Texas 


. . . because my engines turn over at some pretty high rpm’s and need a 
without bearing problems.” 

Mr. Carpenter has been racing modified stock cars for over ten years. 
In his customers’ cars, as well as his own, he installs Monmouth Bearings 
exclusively — because he knows he can always depend on Monmouth’s 


high quality. 


If you want performance that pays off, use Monmouth Bearings 
in all your engine rebuilds. For instant service, call on your 
NAPA jobber. He can give you complete Monmouth service 


on all your engine bearing requirements. 

7. 7 
MONMOUTH Engine Bearings 
CLEVITE SERVICE: Cleveland Graphite Bronze « Division of Clevite Corporation »« Cleveland 3, Ohio 
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CURRENT PASSENGER CAR PRICE, WEIGHT AND BODY TABLE 


Following are prices at factory for cars with standard equipment as of June 25, 1961 
State or local taxes, transportation and finance charges and optional equipment are extra. 





Handling Charges) 
Suggested Price at 
Factory including 
Federal Taxes 


Federal Taxes and 


¢ 
a 
[vg 
a fait 
AMERICAN MOTOR CORP. 
RAMBLER 


Sta. Wag., 4d, 2s. 


Sta. Wag., 4d, 2s. 
Sta. Wag., 4d, 3s. 


Sta. Way., 4d, 2s. 
Sta. Wag., 5d, 3s. 
400 


Sta. Wag., 4d, 2s. 
Sta. Wag., 5d, 3s. 
Custom 


Sta. Wag., 4d, 2s. 
Sta. Wag., 5d, 3s. 
Custom 400 


2474 
2593 


2298 
2581 
2700 
2438 
2323 
2606 
3s.| 2725 

2458 


2741 
2860 


Sta. Wag. 4d, 2s. 
Sta. Wag., 5d, 3s. 
Custom 400 
Sedan, 4d 


CHRYSLER CORP. 


CHRYSLER 
Newport 


Convertible 

Sta. Wag., 2s... 

Sta. Wag., 3s... 
Windsor 
Sedan, 4d 
Hardtop, 2d... . 
Hardtop, 4d.... 
New Yorker 


Hardtop, 2d.... 
Hardtop, 4d.... 
Convertible 

Sta. Wag., 2s... 
Sta. Wag., 3s... 


Hardtop, 2d.... 
Convertible 

DODGE DARTT 
Seneca-V8 


Sedan, 4d. 
Sta. Wag., 4d, “6p 


Sta. Wag., 4d, 6p 
Sta. Wag., 4d, 9p 
Phoenix-V8 


Hardtop, 2d.... 
Hardtop, 4d.... 
Convertible 
DODGE 

Polara-V8 


Shipping Weight 


| Hardtop, 2d.... 


BODY 
MAKE 3 
AND 8 
MODEL ([& 


a 


2 





3710 
3690 
3730 
3760 
4070 
4755 


3730 
3710 
3765 


4055 
4065 
4100 


Hardtop, 4d... . 


Convertible 2 


= Fi ederal Taxes and 


hi 


=r) 


a] 


ue 


)CHRYSLER CORP., cont’ 
2706 


767 


2840 


972 


3011 


| Sta. Wagon, 9p.. 
IMPERIAL 
| Custom 
| Southampt., 2d.. 
Southampt., 4d... 
| Crown | 
Southampt., 2d. ./ 
Southampt., 4d... 
| Convertible 
Le Baron 
Southampt., 4d.. 
LANCER 
} 170 


3118 | 


| 
| Sedan, 2d...... 
1 


| Sedan, 4d 


Sedan, 4d 
Hardtop, 2d.... 


|PLYMOUTHTT 


Belvedere-V8 
Sedan, 2d 
Sedan, 4d...... 
Hardtop, 4d.... 

Fury-V8 
Sedan, 4d 

| Hardtop, 2d.... 

Hardtop, 4d.... 
Convertible 

Suburban-V8 
DeLuxe, 2d, 6p.. 
DeLuxe, 4d, 6p. . 
Custom, 4d, 6p.. 

| Custom, 4d, 9p.. 

Sport, 4d, 6p.... 
Sport, 4d, 9p.... 
VALIANT 

V-100 
Sedan, 2d...... 
Sedan, 4d...... 
Sta. Wag., 2s... 

V-200 
Sedan, 4d...... 
Hardtop, 2d.... 
Sta. Wag., 2s... 


2872 


1782 
1838 
2128 


1927 
1952 
2217 


FORD MOTOR CO. 


COMET 
Sedan, 2d...... 
Sedan, 4d...... 
Sta. Wag., 2d... 
Sta. Wag., 4d... 
$-22 
Sedan, 2d 
FALCON 


Futura 
Sta. Wagon, 2d. 
Sta. Wagon, 4d. 
FORD? 
Fairlane-V8 
Tudor Sedan.... 
Fordor Sedan... 
Fairlane 500-V8 
Tudor Sedan.... 
Fordor Sedan... 
Galaxie-V8 
Tudor Sedan.... 
Fordor Sedan... 
Club Vict 
Town Vict 
Starliner....... 


Sta. Wag.-V8 
Tudor Ranch.... 
Fordor Ranch. .. 
Ctry. Sed., 4d, 6p 
Ctry. Sed., 4d, 9p 
Ctry. Squire, 6p 
Ctry. Squire.... 


5 
THUNDERBIRD 


Convertible 


LINCOLN 
Continental 


Convertible 


1830 
1880 
2119 
2158 


2094 
ba. 
1908 


2074 
2073 


2163 
2213 


2270 
2320 


2420 


Handling Charges, 
Suggested Price at 
|Shipping Weight 


Factory including 


Federal Taxes 








547 








3440 | 
| 3465 


and 
|Handling Charges) 


BODY 
MAKE 


AND 
MODEL 


List Price at 


Factory without 
Federal Taxes 


2 Federal Taxes 


ot 


|Factory including 


| Suggested Price at 


FORD MOTOR CO., 
MERCURY | | | 


= Federal Taxes 


Meteor-6 


| 216 | 2417 | 
| 220 | 2471 | 
2595 
| 2649 
2656 
2721 


| Convertible 
Sta. Wag. 


| Colony Park.... 


poenenn. MOTORS CORP. 


2670 


| 2579 
2610 
2775 
2632 | 

| 2687 | 
2794 


| 4033 
4102 
4054 | 
4129 | 


4186 | 
4450 | 





Est. Wagon, 2s.. 
Est. Wagon, 3s. . 
Invicta 


| Electra 
Hardtop, 2d... . 
Sedan, 4d 
Hardtop, 4d 

| Electra 225 
Convertible 
Riviera, 4d 


3 CADILLAC 


Series 62 


| Sedan, 6w 
Cpe. deVille, 4w. 
} Convertible... .. 
| Sed. deVille, 4w. 


GENERAL MOTO 
CORVAIR, cont'd 


BODY 
MAKE 
AND 
MODEL 


List Price at 


Factory withont 
Federal Taxes _ 
Handling Charges} 
3 Suggested Price at 
Factory including 


3% Federal Taxes and| 


B 


0 


2075 
| 1810 
1880 | 
| 2135 


2010 
| 2010 


| 2433 | 


| 196 | 


191 
191 


218 | 





3619 | 315 | 


3658 363 
3715 | 368 
3788 | 373 
3975 | 387 

Bey 
| | | 
1925 188 
1975 | 192 


2095 202 
2225 | 213 
2390 | 241 
2 


2113 
2167 
2297 
2438 


2631 
2702 
2766 
2842 
3078 
3099 
3207 


2971 
3047 


Convertible 


| Sta. Wagon 


5420 
. STUDE-PACKARD CORP. 
\CHEVROLETA j 


Biscayne-V8 


4009 
4032 | 
4060 | 


4084 | 


3799 | 
3897 


4927 | 
5215 


| Sta. Wan, 4d, 6p 
| Sta. Wag., 9p... 


a 


170 


Sedan, 4d 1800 | 174 = 1974 | 2355 


2320 | 


STUDEBAKER 


| 240 


233 


g 


2689 


2650 | 


Federal Taxes 
shin Weight 





+ For 6 cyl. models deduct $105 from List Price and $113 from Suggested Delivered Price at Factory. 
+.+ For 6 cyl. models deduct $111 from List Price and $119 from ee Delivered Price at Factory. 
}°For 6 cyl. models deduct $111 from List Price and $119 from Delivered Price at Factory. 


A For 6 cyl. models deduct $100 from List Price and $107 from Suggested 
Delivered Price at Factory. 
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SELLING SLANTS 


Keep Filters Ready for Quick Use With This 


Big, Sturdy Storage 


Get it with the 
> INCREASED PERFORMANC!I OFM-97 


AND LONGER ENGINE LIFE Merchandising 
Package 


Here's a rack that's ideal for 
filter storage. It keeps your oil 
and air filter inventory ready for 
quick use. Open shelves make 
filter inventory checks easy, 
fast. Sets up in minutes any- 
where. The rack is heavy 22- 
gauge metal in attractive AC 
blue. It's 6 feet high, with 5 
heavy-duty shelves—each 36” 
long and 15” deep. The shelves 
are adjustable so you can tailor 


s@ AIR FILTERS your carton display to suit your 


inventory. A wide flange on 
each shelf carries a filter sales 

rae 
inal message—to help step up your 


: filter business. You'll find many 
uses for this sturdy, handy rack 
—in fact, many dealers will want 
more than one of these racks 
for additional storage space. 





Aas ER eee 


® FUEL FILTERS 


ay NESE Si PD Se a2 he. 
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?°) me es | ee), ee 


and Display Rack 


OFM-97 ALSO INCLUDES: 
SIX FAST-MOVING AC TRIPLE-TRAPPER OIL FILTERS 


There are two different types of AC Oil Filters included in this package: 2 PF-7 and 
4 PF-2, specified for most late-model Chrysler, Ford, General Motors and American 
Motors passenger cars. All AC Triple-Trapper Filters have advanced filtering design. 


PLUS 








We recommend and install 


C 
PRODUCT FILTERS 


SPECIFICATIONS 











BUSINESS-BUILDING BANNER 

Place it in your window to focus attention on your 
AC ALL-PRODUCTS WALL CHART business as the filter headquarters in your neighbor- 
Lets you tell at a glance the right AC Spark Plug, hood. Bright and attractive, this clear plastic banner 
Filter, Fuel Pump and other AC parts for all popular can be easily seen, yet does not obstruct your view 
passenger cars. Hangs easily anywhere, for quick use. of the pump is!ands. Goes up in seconds. 





Here’s how to get the You get the handy filter rack, AC all-products wall 


chart, business-building filter window banner and six 


OFNM-97 fast-moving AC Oil Filters for just $21.70, the list price for 


the six filters. When you sell the six filters, you recover 


Merchandising Package the full price of the OFM-97 Merchandising Package. 











ORDER NOW FROM YOUR G SUPPLIER! 
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New Literature ..... . « « « « Continued from page 99 


title of an eight page brochure 
designed to sell more filters and 
oil. This new brochure, company 
states, strives to convince con- 
sumers of the necessity for 
proper oil and filter change as 
well as regular maintenance to 
stretch the mileage potential of 
any car on the road. Offered are 
advice on cold starting, correct 
spark plugs for stop and go driv- 
ing, and the importance of 1,000 
mile service station check-ups 
which reveal loose wires, worn 
hoses, steering defects, faulty 
suspension, loose idler arms, oil 
leaks, and brake defects. Write: 
Fram Corporation, Providence 


16, Rhode Island. 


Starter Drives Catalog 
Lists starter drives for cars, 
trucks and tractors 
Arrow Armatures Company: The 
new 1961 catalog listing starter 
drives for all popular passenger 
cars, trucks and tractors through 
1961 models is now available. 
According to the company find- 
ing the correct starter drive is 
made easy by using any one of 
several cross references: the ve- 
hicle’s year and model, origi- 
nal equipment manufacturer’s 
starter motor number of OEM 
starter drive number. Write: 
Arrow Armatures Co., Fordham 

Road, Boston 34, Mass. 


Porto-Power Catalog 
Is illustrated and features 
specification charts 
Blackhawk Automotive Division: 
New catalog detailing all Porto- 
Power products has been re- 
leased. The new 20-page catalog, 
the P-52, is illustrated and fea- 
tures specification charts for 
every Porto-Power item ranging 
from the “Dozer” family of 
frame and body straighteners 
and Bantam and 10-ton Porto- 
Power sets to a wide range of ac- 
cessories, including hoses, cou- 
plers, gages, clamps and attach- 
ments. 
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Write: Blackhawk Automotive 
Division, 5325 W. Rogers Street, 
Milwaukee 46, Wisconsin. 


Two Catalogs 
Wire & cable catalog & 
brake parts catalog offered 


MoPar Parts and Accessories, 
Chrysler Motors Corporation: 
Available are two valuable sell- 
ing tools to help men in general 
repair garages, service stations 
and specialty shops. Each cata- 
log lists applications for Chrys- 
ler Corporation built vehicles, 
including ’61 models. The MoPar 
Wire & Cable Catalog also lists 


“other-make” 
vehicles. The illustrated catalogs 
contain service tips and illustra- 
tions to help make repairs, re- 
placements, and specifying much 


applications for 





New Imported Car Registrations* 
April 
1961 


Volkswagen 14,446 
Renault 3,354 
Fiat 1,410 Opel 

English Ford 1,270 English Ford 
Mercedes Benz 1,111 Fiat 

Volvo 895 Austin Healey 
Opel 844 Triumph 
Triumph 839 Simca 

Austin Healey 830 M.G. 

Simca 770 Peugeot 

All Others 6,575 All Others 


Total 32 ,344 Total 


1960 


Volkswagen 
Renault 


Four Months 
1961 1960 


Volkswagen Volkswagen 
Renault Renault 
Fiat English Ford 
Opel Opel 
Mercedes Benz Fiat 

English Ford Simca 

Volvo Triumph 
Triumph 
Austin Healey 
Simca 

All Others 


2388 


mS 
303 


Austin Healey 
Vauxhall 
Hillman 

All Others 


rrwuewenaS 
#8329 


Re 
o 


180, 650 
* Data property of R. L. Polk & Co. May not be copied, 
sold, or reprinted without Polk permission. 


Total . Total 


easier, it is said. Write: Chrysler 
Motors Corp., MoPar Division, 
7000 E. Eleven Mile Road, Cen- 
ter Line, Michigan, or ’phone JE 
9-3000. 


Tire Guide 


Gives tire specifications for 
all 1949 thru 1961 cars 


Vanderbilt Rubber Company, 
Inc.: The 1961 Tire Guide, a 62- 
page pocketsize book, is being of- 
fered. According to the company 
the book is filled with industry- 
approved tire data, applicable to 
tire dealers, service stations, au- 
tomotive jobbers and dealers, 
manufacturers, retreaders, re- 
cappers, and truck and automo- 
tive fleets. Complete tire specifi- 
cations for all 1949 through 1961 
U.S. and foreign manufactured 
conventional and compact makes 
and models are presented graphi- 
eally. Truck and bus data is out- 
lined similarly. Write: James 
Robinson, Vanderbilt Rubber 
Co., Inc., Department TG 61, 404 
Fifth Ave., New York 18, N.Y. 


Adhesives Manual 
Step-by-step directions given for 
using products 


Minnesota Mining and Manufac- 
turing Company: Correct use of 
the proper adhesive, coating or 
sealer needed for each auto re- 
pair job has been published. A 
chart in the illustrated Automo- 
tive Adhesives Manual allows se- 
lection of the proper adhesive or 
sealer for rubber, metal, paint, 
cloth and other applications. 
Step-by-step directions are given 
for using each product. A price 
sheet insert is included. Write: 
Minnesota Mining and Manufac- 
turing Co., Department PIl-219, 
900 Bush Ave., St. Paul 6, Minne- 
sota. 


Alternator Brochure 
Gives installation instructions 
for 6000 series alternator 
Leece-Neville Company: A four- 
page brochure containing appli- 
Continued on page 106 
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You can buy copies of Holley’s 
Ventilated Points and 94 
other Holley Carburetion 


and Ignition items... 


. but when you insist 

on Holley, you’re sure of 

Original Equipment Quality! 

Let’s face it . . . anything that is good is bound to be copied. Take Holley 
Ventilated Contact Sets, for example. When Holley engineers developed 
and perfected the ventilated principle, it was natural that others would 
duplicate this important contribution to ignition efficiency. Yes, you can 
buy copies of Holley Contact Sets and many other carburetion and ignition 
products, but it makes sense to replace with Holley components that are 
built to original equipment quality specifications, and are as much originals 
as the parts they replace. That way you’re sure of customer satisfaction. 





Original Equipment 
Manufacturers of 
G. Carburetion and Ignition 
* Products for Over 55 Years 
11955 E. Nine Mile Road 
Warren, Michigan @Registered Trademark, 
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New Literature ...... . . .« Continued from page 104 


cation data and complete instal- 
lation instructions for the 6000- 
Series alternator has just been 
published. The alternator itself 
is specifically designed for 
medium-duty service on taxis, 
door-to-door delivery trucks, 
ham radio cars, suburban police 
cars, air-conditioned automobiles 
and family passenger cars. Rated 
at a 40-ampere capacity, it will 
deliver 5 to 10 amperes at curb 
idle, company states. Write: 
Leece-Neville Company, 1374 
East 51st St., Cleveland 3, Ohio, 
or ’phone Henderson 1-0740. 


Lighting Catalog 
Gives complete line of 
aluminum outdoor floodlights 


Stonco Electric Products Com- 
pany: A new outdoor lighting 
catalog is just issued. It con- 
denses a general cross-section of 
company’s line of cast aluminum 
outdoor floodlights and fixtures 
into eight pages. Included are 
illustrations, specifications and 
dimensional drawings on new 
prismatic and opal luminaires, 
decorative outdoor bullets, un- 
derwater lighting, incandescent 
and mercury vapor floodlights 
and mounting accessories, as well 
as die-cast aluminum decorative 
and industrial vapor-tight fix- 
tures. Write: Stonco Electric 
Products Co., Kenilworth, N.J., 
Catalog S-61. 


Catalog Sheet 
Specifies proper tubeless.tire 
valve for any make car 


Dill Manufacturing Company: 
Just published is a new 11” x 
15” combination catalog sheet 
and display chart designed to aid 
in specifying the proper tubeless 
tire valve for any make car. The 
free literature covers’ both 
American and popular foreign 
make cars, from 1955 through 
1961 models. In addition to the 
information on valves, tire sizes, 
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and recommended tire pressures 
are also given for each make and 
model. Also included in the chart 
is full information on required 
valve extensions, widely used 
with custom wheel covers. Write: 
Dill Manufacturing Co., 700 East 
82nd St., Cleveland 3, Ohio. 


Carburetor Assortment 
Contains parts for minor 
carburetor overhaul 
Holley Carburetor Company: A 
new assortment of carburetor 
parts and service aids has been 
released. The assortment, called 
HC-542, contains the parts and 
gages needed for minor overhaul 
and service on the most popular 
Holley and Ford-built carbure- 
tors. Included in the assortment 
are nine minor overhaul kits, 
called Pep kits, and a cross- 


pp 


~ Sz 


referenced chart of their appli- 
cations. Four delrin dashpots, 
are included, as well as two adap- 
ter brackets to permit installa- 
tion of the delrin dashpot on 
many other cars not so equipped. 
A set of 11 vulcanized fiber float 
gages are also enclosed in the 
HC-542 assortment. These gages 
are designed for use with all 
Holley and Ford-built carbure- 
tors that require float gages for 
setting. Write: Holley Carbure- 
tor Co., Detroit, Michigan. 
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Starting on page 78 
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after his car has been serviced. 
Many extra jobs are obtained 
after the customer sees what 
other recommendations for serv- 
ice have been checked off. Al 
Fidel, Al’s Service Station, 
Ouray, Colo. 


Tire Servicing Program 


Boosts Sales & Profits 


They say it’s an “ill wind that 
blows no good.” It worked out 
that way in our case when the 
roadways around us came in for 
extensive reconstruction. Their 
torn-up condition made station 
traffic fall to about zero for many 
months. 

However, we fitted up a service 
truck with a kingsize portable 
air compressor and other equip- 
ment needed for heavy duty 
work. Then we contacted the 
road building contractors for a 
tire servicing program. 

They had moved in numerous 
pieces of automotive units from 
pickup trucks to roadgraders and 
bulldozers and draglines. They 
weren’t equipped to repair flats 
or make on-the-spot repairs. Re- 
pairs that were made by their 
men often involved much more 
time than we took to do the 
same job. We found that the 
contractors welcomed our serv- 
ices. 

Besides, we often got to sell an 
expensive tire replacement be- 
cause we could run to our local 
suppliers and get it lot faster 
than the contractors could, and 
at a decent price. 

Now that our roadways are re- 
paired and the contractors have 
moved on, some of them still re- 
turn to us upon occasion. In the 
meantime, we found our tire 
service could sell to area laun- 
dries, mechanics, etc. who have 
small fleets. Henry Josephs, Sr., 
Joseph’s Auto Service, Box 22, 
Gardenville, Pa. 
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1961 Tune Up—Alignment Specifications 


ENGINE TUNE-UP DATA | FRONT END ALIGNMENT 
| 


VALVES 








| : ” Clearance 
| Tappet 


No. of 
Operating _ 


cylinders 
Bore and 
In. 





Maximum Brake H.P. 
ake and Size (mm.) 
Breaker Point Gap (in.) 

Cam Angle (Deg.) 

Spark Occurs 
T.c. 

Steering Axis 
Inclination (Deg.) 


AMERICAN MOTORS CORP. 
Rambler. ....American (Deluxe & Super) 6-31¢x4!¢ 
henttiadeg haben dso American Custom) 6-3) 4x41, 
6-3) 4x4), 
8-3! ox3'%4 
.-Ambassador 8-4x31 


CHECKER MOTORS CORP. 
k Superba, Marathon 
Superba, Marathon (Engine Option 


CHRYSLER CORP. 
Chrysler Newport 


ww 
VvuVUU 


88888 Spark Plug Gap (In.) 


Z88ks 
SSsR8e 
an 

S08Be 
PAM wc 
ooooo 


sssss 


BD .0g0d 


—- 
—_— os 


S83 

Vee np 

Sse «BF 
wv 


.Polara (Engine Option 

. Seneca, Pioneer, Phoenix 

, . Seneca, Pioneer, Phoenix 

Seneca, Pioneer, Phoenix (Engine Option) 
Seneca, Pioneer, Phoenix (Engine Option) 
Seneca, Pioneer, Phoenix (Engine oaeee) 


2222222222522 


170, 770 (Engine \Oesion) 

Custom, Crown, Le Baron 

arenes Savoy, Belvedere, Fury 
. Savoy, Belvedere, Fury 

"Savoy, Belvedere, Fury (Engine Option) 

. Savoy, Belvedere, Fury (Engine Option) 
Savoy, Belvedere, Fury (Engine Option) 


“ V- 


ssssssesssssssssss 
) 


&&ssessssesssSsssssssssss 
eooocoocotecsoooooooset 

s 
i mel 


= 
s 
2222222 


= 
as er 
wvuvU 

SD 


ssssse 
Byrt 


ie 


(Engine Option) 
Fairlane, Fairlane 500, Galaxie 
. Fairlane, Fairlane 500, Galaxie | 8-35, x3}! 
Fairlane, Fairlane 500, Galaxie 
(Engine Option) 8-4x3!4 
Fairlane, Fairlane 500, Galaxie 
(Engine Option) 


‘30 


M4P to 1P 
14P to 1P 
14P to 1P 

0 to 15 
14P to 1P 
\4P to 1P 


s 
0 


ty 


0 


Lincoin Continental. 


pees le 
= 
has 


Meteor 600, 800; Monterey 

Meteor 600, 800; Monterey 

(Engine Option) 

...Meteor 800, Monterey (Engine Option) 
Thunderbird 


GENERAL MOTORS CORP. 


vv: 


en ys & = 
222 2202 2 22 


sss sess 
2 


Skee 


3, 75 

Biscayne, Bel Air, "Impala 

Biscayne Fleetmaster 

Biscayne, Biscayne Fleetmaster, 

Bei Air, impala 

Biscayne, Biscayne Fleetmaster, Bel Air, 

impala (Engine Option) 

Biscayne, Biscayne Fleetmaster, Bel Air, 

Impala (Engine Option) 

Corvair 500, 700, 900 

Corvette... 

Oldsmobiie.. 


= 


029 
033 
035 
‘035 
035 
035 
035 
035 
035 
035 
035 
‘035 
035 
‘035 
035 
‘035 
035 
035 
035 
035 
035 
"035 
035 
035 
034 
034 
034 
034 
034 
‘034 
034 
034 
‘034 
034 
034 
034 
034 
034 
033 
033 
033 
‘035 
036 
‘036 
036 
036 
036 
035 
036 
040 
030 | 
030 
036 
036 
036 
“032 


gusesssese 8 $ BREESE 
SSSSsSsEes 3s & SE 


ocooocoo 
sssssse 


(Engine Option) 8-3! 0x23} 


STUDEBAKER-PACKARD CORP. 
Studebaker 6-3x4 


34N to 19,N 


2B 34N to 3(P 
48 34N to 4P 
4B 3,N to iP 
48 IN to 2'5N 


sess 
3888 


8-3,%x35< | 210 : ; 016 





ABBREVIATIONS *—Left side only; right side, 0 to }4P. AL —Autolite. C-A—Champion or Autolite. Hyd—Hydraulic valve lifters. 
*—Left side only; right side, 1<P to > ¢N. B — top center. Ch—Champion. ~~ ve. 
1—Aluminum block engines have hy- AC—A.C. Spark Plug Div. c—C H—Hot. P—Positive. 
draulic valve lifters. TC—Top center, 
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HEIN-WERNER JACKS and STANDS 


— help use all your space to produce income 


— relieve tie-ups of fixed lifting equipment 


—speeds muffler, shock, filter, and brake replacement 


HEIN-WERNER SAFETY STANDS 


. . a must for every shop or station. Instantly adjust to 
desired height and lock in place automatically. Offer stable, 
proper support for safer undercar work. Relieve jacks for 
use on other jobs—no tie-up of equipment. All H-W 
SAFETY STANDS factory tested to support 50% overload. 
At your H-W Jobber now at these economical suggested 


HEIN-WERNER “K” 2-ton 
HYDRAULIC SERVICE JACK 


.. lifes full 24 inches for fast, safe, quick 
access even in close quarters. Safety 
valve prevents overloading; ram travel 
controlled by positive stop. Compact 
and easy to maneuver; — easy to oper- 
ate. Jack features roller bearings in 
front wheels and ball bearing casters. 
White swivel saddle speeds proper spot- 
ting under load; makes secure contact 
until SAFETY STANDS are positioned. 
At your H-W Jobber now at this sug- 
gested price: 

Model K (standard service) 2-ton cap.: 
$153.60 


Keep your shop up-to-date with Hein-Werner’s SAFETY COMBINATIONS . . 


prices: 
Model CS-211, 


HEIN-WERNER “55” PACER 


. . . with Bi-Level Swivel Saddles pro- 
perly lifts all cars; raises either end to 
permit fre’er access to under-chassis. 
Offers more lift, span, and reach to cor- 
rectly raise loads up to 33 inches. Every 
“55” PACER powered by a 3 ton jack 
with safety setting at 114 tons for long- 
er, safer performance. Buy the best 
Hydraulic Twin Saddle Jack and always 
work safe with SAFETY STANDS. At 
your H-W Jobber now at this suggested 
price: 

Model “55” Hydraulic, 12-ton cap., $124.50 


2-ton cap., 
Model CS-5.15, 5-ton cap., 
Model CS-7.20, 7-ton 


(per pair): $17.50 
(per pair): $24.50 
(per pair): $35.60 


HEIN-WERNER 
PORTABLE AIR LIFT 


... smooth cantilever action raises loads 
to a high of 52 inches. Ideal for tire and 
brake service, muffler and tail-pipe re- 
placement. When used with H-W CS- 
5.17 Pivot-Head SAFETY STANDS all 
four wheels of the vehicle are cleared 
in a jiffy. Especially suited for outside 
service on _ and drives; fully air- 
operated and completely portable. Posi- 
tive automatic safety lock prevents 
accidental lowering. At your H-W 
Jobber mow at these suggested prices: 
Model AL-35.1, 1%2-ton cap. Air Lift: $385.00 


Model CS-5.17, 5-ton cap. Safety-Stands 
(per pair): $25.95 


. dependable, 


safe jacks best suited for your service needs pilus the proper capacity of SAFETY STANDS. 
Get full facts now from your H-W Jobber, or write, wire, or call us for details. 


fein? bz KA af 


55’ PACER FLOOR JACKS STANDS UNDER AXLE JACKS AIRLIFTS 


yt tes /\ Sn, 


“PUSH & PULL”  BIPOD JACKS TRANSMISSION JACKS 


MOTOR AGE @ July 1961 





Automotive Design . . 


vehicle with character all of its own. 
The first closed cars appeared about 
this time. There were a few earlier 
ones but they started to become 
popular about 1915 with their 24” 
plus high side glass and actually 
some of the electrics were even 
higher. 

The crowned fenders have started 
to take on a little of their own char- 
acter and the gas headlites and oil 
sidelights have gone. These disap- 
peared about 1912 when Boss Ket- 
tering invented the self starter and 
other electrical components for use 
on the automobile. 


Motor Meter Used 

The motor meter came in wide 
usage, which was actually an early 
hood ornament, although it also had 
a very practical reason for being so 
popular. It was simply an engine 
temperature gage and kept the mo- 
torist distantly aware of the boil- 
ing point of his vehicle. 

The various mechanical compo- 
nents of the car were still readily 
visible simply because there wasn’t 
too much of an attempt at covering 
them up. The frame horns, springs, 
and hangers were much in evidence 
and hadn’t as yet been enclosed. 
Running board and aprons were 
still used, and bumpers were still 
questionable accessories. 

Classic Period 

In just fifteen years after this 
high glass house on wheels, (in 
1930) the so-called classic period 
evolved. This was really the first 
evidence of the professional auto- 
mobile stylist coming into his own. 
Professional automobile styling as 
we know it today started about 1927. 
The fruits of that activity were first 
shown about 1928 or 1929 and ex- 
tended through the mid-thirties. 

The automobile at this point has 
grown into a sophisticated passen- 
ger vehicle. Cars were beginning to 
have character completely their own 
rather than relying on the buggy 
influences of the past. Side mounts 
were much in evidence as were 
chrome wire wheels and W/W tires. 
Much chrome was used throughout 
this period. Nickel plating had very 
recently been replaced as trim dec- 
oration. 

In looking at the 1930 car it is 
evident that the windshield pillars 
have received a lot of scrutiny by 
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the stylists and they have been 
thinned up and raked back. The side 
glass areas have been reduced in 
vertical dimension. Styling fea- 
tures in the form of interesting 
shapes and curves in the fender and 
the grill areas were much in evi- 
dence. The trunk had evolved along 
with the trunk rack. Bumpers were 
now standard equipment on all cars, 
regardless of price. 


Fifteen Years Later 


Then just fifteen years after this 
came the 1945-46 period automobile. 
These cars as we know were basi- 
cally designed in the early 40’s. 
Most of the tools were kept in ex- 
istence throughout the war and 
used in the immediate post-war 
automobiles. In comparison with 
the car of 1930, the entire body 
package had started to move for- 
ward, and the rear seat passengers 
are being moved ahead of the rear 
wheels. 














“None for him—He's already Gassed!” 











The glass areas have been reduced 
with very small side glass, wind- 
shield and back lights. There were 
very heavy pillars still in effect. 
Large, heavy, cumbersome, single- 
piece door stampings were used at 
this time rather than half-doors of 
the two piece construction as we 
know today. 

Separate fenders were still used 
directly after the war. Bear in mind, 
that this is only 45 years after the 
inception of the automobile as we 
now know it. In this span it has 
evolved from a buggy to an automo- 
bile with individual identity. This 
car still looks tremendously out- 


dated and old fashioned by today’s 
standards. Yet this was only fifteen 
short years ago. 

To further emphasize this, we 
have a composite car, marked 1960. 
[t is not any one particular car and 
it is not to scale. It is done merely 
to show the automobiles evolution 
as part of the sequence of these il- 
lustrations shown on pages 48 and 
19, 

This car shows what styling, and 
engineering have done to the mod- 
ern automobile as we know it. We 
now have very large back lights 
and windshields. The pillar dimen- 
sions have been reduced from some 
six and a half inches at the center 
pillar to less than two and a half 
inches in some cases. 


Windshield Pillar Reduced 

The front windshield pillar has 
been reduced to the point where 
it is no longer a real obstruction 
in the vision of the automobile. 

The elaborate side moldings 
which were much in evidence in the 
1945 composite car have been re- 
placed to a large degree with basic 
sculptured shapes rather than 
chrome ornamentation. The stylist 
today is relying more upon shape, 
form and proportion rather than 
cluttering cars up with frills and 
ornamentation. 

The entire passenger compart- 
ment has moved forward allowing 
for increased trunk space, better 
ride and visually more harmonious 
proportions. 


Bumpers Integrated 

Bumpers have now been inte- 
grated into the front and rear of the 
cars. Bumper heights have been 
standardized to a large degree and 
many of the other safety items that 
have been pointed out earlier are 
now incorporated into the modern 
automobile as standard production 
items. 
Summing Up 

In summing it up, we think it 
would be well to say that the good 
old days were not really so good. 
We have come a long way and the 
ensuing consumer benefits have 
been tremendous over the last sixty 
years. It is most logical to forecast 
that the next 60 years will see even 
more startling developments in sur- 
face transportation and an equally 
proportionate amount of benefits 
passed down to the consumer. Man’s 
imagination is the only limitation. 
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Theory of Electricity e © «© « « © Continued from page 65 


oratory Equipment. However, our il- 
lustration will serve to show what is 
believed to be the General Atomic 
Structure of a Copper Atom. It con- 
sists of 29 protons and 34 neutrons, 
these are surrounded by 29 elec- 
trons. As with all atoms the protons 
always equal the electrons in num- 
ber. The Hydrogen atom is the sim- 
plest in atomic structure. It is com- 
posed of one proton and one electron. 
Many new atoms have been dis- 
covered in the last few years which 
bring the figure of atomic elements 
to well over one hundred. The ura- 
nium atom, as an example of the 
top end of the atomic scale, has 92 
electrons orbiting around the nu- 
cleus. The heavier the atom the 
greater the number of electrons and 
protons. 


Static Electricity 


Going back to the good old days of 
Ben Franklin, it was known by 
many at that time that certain ma- 
terials when rubbed together pro- 
duced some queer effects. One ex- 
ample of this was the reaction of 
glass rods and sealing wax. When 
two clean dry glass rods are first 
rubbed with silk and then brought 
near each other repulsion will result. 
That is, they will move away from 
each other. When two clean dry 
sticks of sealing wax are rubbed 
with wool and then brought near 
each other, repulsion will likewise 
occur. However, should the glass rod 
and the sealing wax stick be brought 
together, they will attract towards 
each other. 

This reaction resulted in Benny 
Franklin applying the names posi- 
tive and negative. He suggested that 
a charge like that found on glass be 
called positive, a charge like the one 
on the sealing wax should be called 
negative. 

Dear old Ben couldn’t explain the 
reason for this queer behavior, how- 
ever, today we’ve found the explana- 
tion. Suppose that some of the ex- 
ternal electrons on the surface of 
the material were removed. The pos- 
itive and negative charges within 
the atoms of the material would no 
longer be equal. This removal of free 
electrons would give the nucleus of 
the atom an excess of positive pro- 
tons and thus the atom would have 
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a positive charge. Allow the elec- 
trons to return to the atom and a 
neutral atom is again achieved. Thus 
a positive charged atom is one hav- 
ing an excess of protons and a nega- 
tive charged atom is one having an 
excess of electrons. 

What happened was that a glass 
rod rubbed with silk became posi- 
tive. This was because some of the 
electrons in the outer surface of the 
glass were picked up by the atoms 
of the silk. Now with the sealing 
wax becoming negative; when its 
surface was rubbed with the wool 
cloth, electrons from the wool were 
left upon the wax, thus making the 
wax negative as a result of the ex- 
cess electrons. It would follow then, 
should the wool be tested, it would 
be positive because it would have 
more positive protons than negative 


“They're playing our song.” 


electrons. This discovery then indi- 
cated that when a material has an 
excess of electrons, it is negatively 
charged, and when it has a lack of 

electrons, it is positively charged. 
The difference between conduc- 
tors and non-conductors is the way 
that free electrons are held bound 
to the nuclei. In non-metallic mate- 
rials, such as glass, rubber and plas- 
tics, the outer ring of electrons are 
held securely to the nucleus. This 
condition prevents the electrons 
from flowing easily and in resisting 
this flow of electrons form an effec- 
tive electrical insulator. With metal- 
lie materials such as iron, copper, 
Continued on page 145 


Service Training 


eee 
Continued trom page 66 


Lucas’ Electrical Services, 
Inc., New York, manufacturers 
of electrical and fuel components 
for Imported Cars cooperates 
with such manufacturers of im- 
ported vehicles as: Jaguar, 
Rootes, Rolls-Royce and BMC, 
in training their dealer person- 
nel. They do however always of- 
fer technical assistance on all 
their products. Below is a list 
of their service depots to contact 
for service information: 


Lucas Electrical Services, Inc. 
7114 Commercial Avenue 
Baltimore, Maryland 


Lucas Electrical Services, Inc. 
Southwest Park 

Route 1 at Route 128 
Westwood, Massachusetts 


Lucas Electrical Services, Inc. 
5001 West Belmont Avenue 
Chicago 41, Illinois 


Lucas Electrical Services, Inc. 
(6001 E. 38th Avenue) 

P.O. Box 4613 

Denver 7, Colorado 


Lucas Electrical Services, Inc. 
(30 Van Nostrand Avenue) 
P.O. Box 662 

Englewood, New Jersey 


Lucas Electrical Services, Inc. 
(6055-6057 Armour Drive) 
P.O. Box 9431 


Houston 11, Texas 


Lucas Electrical Services, Inc. 
400 South Edgewood Avenue 
Jacksonville 5, Florida 


Lucas Electrical Services, Inc. 
(5025-5029 W. Jefferson Blvd. 
P.O. Box 78508 

Los Angeles 16, California 


Lucas Electrical Services, Inc. 
171 Beacon Street 
South San Francisco, California 


Lucas Electrical Services, Inc. 
5516 First Avenue South 
Seattle 8, Washington 
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PISTONS and CYLINDERS 
LOOK LIKE THIS 


when you use 


poor quality brake fluid! on i 


CUPS ARE GUMMED 
CRC SECTION Poor quality 
MASTEE R “a z brake fluid did it! 
BORE 
AND 


Poor quality 


brake fluid did 


WUnretouched photos 


make sure of the job 
by using one of these 70 p.QUuALITY 
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BRAKE FLUIDS 
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LUBRICATING QUALITY 
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BODY SHOP TIPS 


How To Keep Light Cords 
From Pulling Out Of Sockets 


We have always had a lot of 
trouble with the light cord wires 
being yanked out of the sockets. 
I have corrected this by using 
a full circle type hose clamp 
around the bottom of the handle 
in this manner. It holds the wire 
tight and will not pull loose. 
Joseph F. Pynenburg, Merri- 
mack, N.H. 


Replacing Front Bumper 


Valance On °59 Chevrolet 
Here’s how to replace front 

bumper valance on ’59 Chevro- 

lets. Cut old damaged valance 


7} — 
iE BUMPER 


= 7 


hi 
3 f 
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BOLTS 
SOLDERED 
IN PLACE 


VALANCE 


along center line—the three bolts 
can then be easily removed with 
a ratchet box end used on inside 
of center bar. Before refinishing 
new valance solder the three 
bolts in place. Nuts can be re- 
placed easily with a _ box-end 
ratchet with a piece of tape to 
close one side of hole in ratchet. 
Bruno J. Otto, c/o Riley Chevro- 
let, Inc., Hy. 50 West, Jefferson 
City, Mo. 


Skin Diver’s Mask 
Protects Worker’s Face 


For better results in welding, 
air-chiseling, or grinding, try 
using a skin diver’s mask next 
time instead of the goggles. 
We’ve found they give much 
cleaner range of vision. If a real 
skin diver’s mask is not avail- 
able even a child’s toy mask is an 
improvement. G. D. Lynch, 
George’s Garage, Asheville, N.C. 


114 





Protect Windshields 
In Paint Ovens 


When the intense heat gen- 
erated by paint ovens or banks 
of heat lamps is directed against 
an unprotected windshield, 
there is danger that it may 
soften the thermoplastic inter- 
layer of material used in lami- 
nated windshields. As a result of 


this softening action, a bubble 
or cluster of bubbles may occur 
between the glass portions of 
the windshield. Depending upon 
the length of time and intensity 
of heat involved in the exposure, 
discoloration may also accom- 
pany the bubble or bubbles. 

To avoid trouble in this re- 
spect, personnel must be cau- 
tioned about the importance of 
using a proper insulating device 
over the entire windshield glass 
area. Tests indicate that a quilted 
fiberglass pad, approximately 
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one inch thick. It should have 
aluminum paint or foil covering 
on the outer surface. This 
method successfully insulates 
the windshield against oven or 
lamp heat. 


Mixed Up? Try This! 

The electric drill does double 
duty in our paint department. 
Its pipe handle screws into a 
wall-mounted flange, and a cross- 
piece of steel welded to the steel 
rod makes an agitator that 


quickly mixes paints and other 
solutions. When needed else- 
where, the drill is quickly turned 
out off the pipe or flange. Harry 
J. Miller, 991—42nd St., Sara- 
sota, Florida. 


Cuts Plastic Filler 
Time in Half 

When filling large areas with 
fiberglas, our practice had been 
to make an initial fill, then let it 
harden after which it was 
finished with a final fill, due to the 





lKewer Starts 
and stops 


Does your air compressor start and stop so frequently that you’d swear 


it’s running constantly? This continuous cycling eats up more electric 


current than you ought to be paying for. Here’s where DeVilbiss air 


compressors can come to your rescue. DeVilbiss compressors give you 


more air for your power dollar because they make fewer starts and stops, 


consume less current. Thanks to their greater finned cooling areas— 


intercooler, cylinder walls and heads, aftercooler, even manifold are all 


deeply finned—they deliver cooler, less expanded air to your tank. 


There’s less air shrinkage, less pressure drop, less frequent cutting in and 


out to meet your air demands. (And when they do start up, DeVilbiss 


air compressors run quietly.) Available in sizes from 14 through 25 hp. 


If you need a clean, constant supply of air for all your pneumatic oper- 


ations, investigate how a DeVil- 
biss air compressor can help cut 
down both noise and power costs 
in your shop. The DeVilbiss Com- 
pany, Toledo 1, Ohio. 
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fact that drag from the squeegee 
or putty knife makes it difficult 
to attain a smooth surface over 
a large area. Ours was thus a 
two-time operation. However, no 
two-time operation is required if 
enough material is applied to the 
dent first. Then lay a piece of 
newspaper right on top the soft 
fiberglas and smooth the area 
with a clean putty knife or roller 
or your hands if the filled area 
isn’t flat. This method is par- 
ticularly useful around _ tail 
lamps and similar compound 
curved areas. Henry Mullen, 
3274 Fulton Road, Cleveland 9, 
Ohio. 


A Little Squirt 
Does A Big Job 


When confronted with a Ram- 
bler outside door handle sticking 











SQUIRT OfL INTO 
THESE PIVOTS 





in the open position, I found that 
by using a can of gun and tool 
spray-oil, I could fill up the 
handle without removing it from 
the car. John Kraft, Lou Ehlers 
Buick, 21 N. Park St., Madison, 
Wisc. 


Store Paint Paddles 
In Garbage Can 


Most paint and body shops 
keep their paint stirring paddles 
in an open can of thinner, which 
can be quite a potential fire haz- 
ard, either from burning cig- 
arettes, or welding and grinding 
sparks. We find it safer and 
cleaner to keep our can of paint 
paddles in a step-on type of gar- 
bage can. The self-closing lid 
prevents the thinner fumes from 
getting out, and prevents sparks 
and dirt from getting in. Don 
Baxter, 1607 9th St., Woodward, 
Okla. 





FIVE U.S. GALLONS 


GENUINE 


* 


Lockheed 


BRAKI 


< Ley | FLUID 


HEAVY DUTY 


PRAKE FLUID 


WAGNER LOCKHEED HEAVY DUTY BRAKE WAGNER LOCKHEED SUPER HEAVY DUTY 
FLUID (with T.R.1.) surpasses S.A.E. specifica- BRAKE FLUID (with T.R.L.) is the finest on the 
tion 70R1, meets State laws, and conforms to market ... surpasses S.A.E. specifications 70R1 
Federal specifications. Performance proves it to and 70R3, meets State laws, and conforms to 
be the best brake fluid in its price range. Federal specifications. 


You're always right with the Quality Line 


the best known—and most trusted name in brake service products 
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Wasner 


Lockheed 


BRAKE 


FLUID 


has special ‘Temperature Resistant Ingredients 


for functioning under both high heat and sub-zero temperatures 


The patented formula of Wagner® Lockheed® Brake 
Fluid includes the use of special T.R.I. (Tempera- 
ture Resistant Ingredients) in the manufacture of 
this safe product. 


Compounded in correct chemical balance in the 
brake fluid manufactured by Wagner, these tem- 
perature resistant ingredients help make the fluid 
function perfectly under all operating conditions. Fluid 
maintains high temperature resistant characteris- 
tics, yet functions in sub-zero temperatures. 


Correct Chemical Balance of all ingredients 
gives Wagner Lockheed Brake Fluid many addi- 
tional important advantages: 


e The right amount of costly type lubricant to 
provide proper lubrication to all parts of the 
brake system. 


e Exactly enough moisture absorber so that 


metal parts in the brake system will not rust 
or corrode. 


e Does not cause cups or hose to swell. 
e Forms no gummy residue. 
e Does not evaporate rapidly. 


You Protect Lives—by providing safer brakes— 
when you use Wagner Lockheed Brake Fluid in the 
brake system of a car, truck or bus. 


There’s no brake fluid safer than Wagner Lockheed 

~and there’s none better. Made by Wagner—the 
world’s largest manufacturer of top-quality brake 
fluid. Used by car, bus, truck and trailer manufac- 
turers as original equipment. 


For Details—consult your nearest Wagner Dis- 
tributor, or write us for information on our com- 
plete line that includes brake fluid, brake parts, 
power brake repair kits, brake lining and lined 
brake shoe sets. Ask for FREE Catalog AU-500, 


Wadsner Electric @rporation 


6452 PLYMOUTH AVENUE, ST. LOUIS 33, MO., U.S.A. 


(Branches in principal cities in U.S. and in Canada) 


Please send us your AU-500 Catalog. 


NAME 
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Merchandising Is Big Business Continued from page 89 


the air in the tires, you have a good 
opportunity to see if they are worn, 
cracked or in dangerous condition. 
Your alignment rack and wheel bal- 
ancing service will be a big profit 
maker. When you run the car into 
the lube department, check the 
brakes. If they grab, they may need 
adjusting. If they are not holding 
then new brake lining is needed. 
Also wheel cylinders, brake drums, 
master cylinder and hose may need 
to be replaced, depending on the 
condition. 


Look For Sales 

When the car is up on the lift, 
use your head. Open your eyes to 
more sales possibilities. Look the 
muffler and tailpipe over for holes 
and deterioration. They should be 
replaced if found damaged or rusted 
out. In the winter the salt corrodes 
metal especially the exhaust sys- 
tems. Keep your eyes open for 
leaks. Oil leaks may indicate bad 
oil seals in the transmission. Sell- 
ing installation of new seals will 
boost profits up. Also you will be 
saving the customer even more ex- 
penses if the transmission was 
ruined because of lack of trans- 
mission oil. The universal joint 
should be repacked every so often. 
Unfortunately the average mo- 
torist probably never gives this a 
passing thought until it is too late. 
Then he is hit with a repair bill on 
installation of a new universal joint. 

In the shop’s service department a 
bulletin board with samples of worn 
parts displayed often clears up any 
doubt in the minds of customers on 
why it is necessary to replace a 
certain part. You can point out to 
him just how a part that is worn or 
broken can cause a breakdown or an 
accident on the road. This bulletin 
board will save a thousand words of 
explanation. 


Attractive Building 

One of the best ways to attract 
new customers and hold old ones is 
to keep the appearance of the build- 
ing inside and out as neat and at- 
tractive as possible. People, more 
and more are looking for the best. 
If your shop looks prosperous and 
attractive then they will come in to 
have their work done at your place. 

Your personnel should all be neat 
in appearance and courteous at all 
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times. The entrance to and exit from 
the shop or service bay should be 
wide and unobstructed. Good light- 
ing inside the shop and outside is a 
must in these days of competitive 
selling. 

If you want to impress the cus- 
tomers with your expert service then 
the need for modern equipment and 
tools is a must. The men in your 
shop should be kept abreast of the 
latest technical repair methods. A 
continuous training program for 
your men will insure your shop’s 
reputation for expert work done by 
experienced mechanics who know 
the latest methods of repair. Good 
customer relations means profit to 
you. Go out of your way to do “extra 
things” for your customer. 

Some shops will always give a car 
a wash job after it has been worked 
on and is ready for the customer to 
come in and pick it up. The customer 
is pleased and will come back. Also 
he will no doubt pass the word along 
to his friends about your place. You 














can also try the personal approach 
by finding out customers’ birthdays, 
anniversary dates and keeping an 
eye open in the papers for birth an- 
nouncements. Sending a card of 
congratulations many times pays off 
handsomely in new business. 
Telephone a customer who has not 
been in to have work done over a 
long period. Find out why he has not 
been back. If he was displeased with 
some previous repair at your shop 
you certainly would like to know 
about it. If you can repair the dam- 
aged feeling of the customer by hav- 


ing him stop in and talk the situa- 
tion over you, have brought back an 
old customer. Don’t let the regular 
customers slip away if you can help 
it. Once they are gone too long it is 
harder than ever to get them back. 


Community Activities 


Being active in the community, 
especially where your business is es- 
tablished is one way to get new cus- 
tomers. Belonging to local service 
clubs and community betterment 
groups increases your contacts with 
your neighbors enormously. Making 
your shop or station the center of 
community activities can really pay 
off. Allow the local scouts to meet in 
your place. Also help sponsor car 
washes. Womens’ clubs and other 
groups may want to raise money for 
their favorite charity. You can help 
them raise funds by supplying the 
place, soap and towels. The money 
that you put out for such charity en- 
terprises is more than returned in 
public goodwill and additional busi- 
ness brought into the shop or serv- 
ice station by those participating 
in the affair. 


Use Direct Mailings 


As you can see the use of signs 
and promotions will always give you 
a way to bring in and attract more 
attention to your place of business. 
Use flyers and direct mailing pieces 
regularly to get people to drop in for 
service or for a “special” that you 
are running. These medias of pub- 
licity always help in building up new 
customers and hold on to old ones. 





Starting on page 78 
Motor Age 
is presenting 
its new 
Merchandising 


and Promotion 
Section 


These Promotions 
are Hot 


Money Makers 
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NOW YOU CAN REALLY SELL SERVICE 


TUNG-SOL 
THE ONLY 
OMPLETE 


LIGHTING 


For All Heavy Duty and Emergency For Normal Passenger Car Use In 
Vehicle Use In the New Yellow and the Familiar Red and Blue Box. 
Black Box. 


ce) 
It Makes Dollars and Sense . . . to handle Tung-Sol lighting line. Install Tung-Sol, the line specified by leading 
Heavy Duty and Standard headlamps, miniature lamps and independent manufacturers. See your Tung-Sol supplier for 
flashers—the industry's only complete lighting service line. details. Tung-Sol Electric Inc., Newark 4, New Jersey, 
Here is your opportunity to boost your profits from lamp sales 


® 
through greater service reliability. One solid source, one high (ts) T U 4 G-S 0 [ 
quality and 100% coverage of your requirements are only a 
few of the benefits you'll receive with Tung-Sol—the profitable HEADLAMPS « MINIATURE LAMPS « FLASHERS 
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Detroit Report... 


Carefree-Rentfree 
Vacations 


Pick up and go! Wherever, 
whenever! No worries, no fares, no 
cares, no reservations. New ’61 
Ford pickups pack any one of a 
number of sports bodies. With 
bed! With boats! With full facili- 
ties for eating, cooking, living and 
sleeping. Your truck becomes your 
vacation headquarters. Anybody 
for Yellowstone Park? 


Life Saving Protection 


You'll be = in- 
terested in knowing 
that Armstrong i ; 
Tires now offers a babea 
guarantee that never Ferhy 
expires. The tires toe 
are guaranteed for i 
as long as you own 
them. Adjustment 
is based on used 
tread depth and 
Armstrong’s_ printed adjustment 
price in effect at time of replace- 
ment. So drivers can put miles on 
them .. put years on them. There 
is no time limit or mileage limit to 
Armstrong Tires, and those Safety 
Discs give you life saving protec- 
tion by gripping to stop deadly skids. 


This and That 


Cornell Aeronautical Laboratory 
Buffalo, N.Y.—which, despite its 
name, engages in much auto-safety 
research... reports that rain re- 
duces a car’s stopping ability by 
about half .. that concrete provides 
the best friction surface . . and that 
a special method of painting un- 
lighted asphalt roads makes them 
reflect 3'/. times as much light from 
headlights as when unpainted. 


Look: The °62 Mercury 


Ford’s Lincoln-Mercury division 
has come up with an adroit answer 
to a widely circulated rumor that its 
Mercury will be going the way of the 
Edsel. To issue a denial would tend 
to spread the rumor. Instead, the 
executives in charge decided to re- 
veal a feature of the 1962 Mercury. 
It’s a new, one-piece, self-hinging 
accelerator pedal made of a flexible 
synthetic called polypropylene. The 
implication: Merc’s here to stay. 
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Attention: 
Car Perfectionists 


Here’s the all-weather answer to 
car starting problems...it’s the 
Bendix Electric Fuel Pump. This 
pump is  performance-proved at 
150°F. above, and 65°F. below zero. 
Car owners will enjoy instant hot- 
weather restarts, instant cold- 
weather starts. It prevents vapor 
lock, provides longest operating life. 
To start better .. to go better, per- 
fectionists should try a Bendix Elec- 
tric Fuel Pump. 


Build Better Bodies 


The Ford Motor Company offers 
better car bodies to the auto-driving 
public. The Ford Family of Fine 
Cars have Guardrail construction 
which means greater rigidity and 
strength in strong side rails. Also, 
vulnerable underbody parts are gal- 
vanized, zinc coated to protect them 
against rust and corrosion. Doors 
are stronger too, reinforced with 
steel beams. This means they are 
more rigid and, therefore, close 
tighter to help reduce squeaks and 
rattle. And, finally, Ford cars have 
3 layers of sound insulation. Each 
layer eliminates a different range of 
sound, from rumbles to squeaks. 
The result: a quieter ride. 


Guess What Buick’s 
Doing to Horsepower 


For 62, Buick is going to upgrade 
its tidy, aluminum V-8 engine . . in- 
troduced last year at 150 horse- 
power ..to a gvhopping 250 hp. 
The thrust bearing will be moved up 
to the center main. Early produc- 
tion models of the aluminum V-8 . . . 
they never reached the public... 
pumped oil past the thrust bearing 
into the bell housing. Its location 
may have been the cause. 

A temporary fix was made for 


1961, but the final solution seems to 
be moving the bearing forward. 


Open Secret 

A British manufacturer of steering 
gears has let a cat out of the bag. 
The subject: Ford’s 99-inch wheel- 
base Cardinal with the V-4 engine, 
scheduled for market next spring. 
The secret: The car’s chassis com- 
ponents will be built largely in Eng- 
land and Germany. 

The British company proudly an- 
nounced they’d supply Cardinal 
steering gears to Ford’s plant in 
Cologne. Ford executives, who 
have been speaking of the car only 
in airy generalities, were appalled. 


Gus Wilson's 


A regularly monthly feature 
of Popular Science 

It should have been a perfect 
fishing trip. The country was 
beautiful; the trout hungry as 
barracuda; the frothing waters 
apparently reserved just for Gus 
and his old pal, Don Holden. But 
Gus sensed something wrong. 
Why was Don so restless and 
grumpy? And why was such an 
ideal spot completely deserted? 

When Don suddenly an- 
nounced that they’d better pack 


POPULAR SCIENCE READERS 


They commented grimly that the 
Cardinal’s steering gear was being 
redesigned. Latest Detroit rumor is 
that the Cardinal will not be called 
the Cardinal at all, but the Hum- 
mingbird (brackets nicely with 
Thunderbird). 


Welcome Back 
The Wire Wheel 


Wire wheels, symbol of the sport- 
ing set up to three decades ago (and 
standard on such vehicles as the old 
Model A), are coming back on some 
of Detroit’s 1962 cars. Like the 
bucket seats on several compact 
cars early this year, wire wheels 
should be catnip for motorists shop- 
ping Automobile Row. 

These things are fishing expedi- 
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from Popular Science 


355 Lexington Avenue, New York 17, New York Monthly 


tions. The manufacturers are trying 
to find out what the public wants. 
For years they assumed they knew. 
Then came the debacle of the econo- 
my-car imports, and Detroit rushed 
frantically into the production of 
severely functional compacts. Now, 
to its amazement, the fancied-up, 
more expensive compacts are snap- 
ped up. ‘‘People are determined to 
have economy,’’ remarked one auto 
company official, ‘‘no matter what 
the cost.” 


Remember The Corsair? 
Names have been chosen for the 
1962 Chevy and Ford medium- 
wheelbase cars—-those of 114 and 
115 inches. Chevy’s as we pre- 


eeeeeeee 


up and get out, Gus agreed, but 
kept his eyes open for trouble. 
It came half an hour later when 
they ran into two “sportsmen”’ 
marooned in a broken-down sedan 
and Gus discovered that he 
and Don were on a very different 
kind of ‘‘fishing trip”’ from the one 
he’d imagined. Read ‘Gus Helps 
Land a Big Catch,”’ in July PS. 
ARE YOUR BEST CUSTOMERS 
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dicted last month, will be baptized 
Corsair. 

Ford’s Canadian X, as it has been 
known, will borrow a name from the 
standard-sized Ford . . the Fairlane. 
Mercury’s Canadian Y will be called 
the Meteor, a name long known on 


Canadian-produced Ford products. 


More Mileage for 
Less Money 

Firestone boasts of a totally new 
3-rib truck tire that boosts mileage 
50% yet costs no more! It has 
proven itself in over 109,000,000 
miles of fleet tests. With its 
completely new rubber-X com- 
pound and Shock-Fortified cord 
body the Transport-100 truck tire 
will give drivers an extra tire mile 
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for every two run. It stops in 7 
the distance most other truck tires 
require on wet, slick or snow covered 
pavement and, get this, it is noise- 
treated for quieter running. Avail- 
able in nylon or Tyrex rayon cord, 
tube or tubeless. 


Why The “Pros” Prefer 
Perfect Cirele Piston Rings 


It’s because of greater care and 
precision—each ring set is custom 
engineered to the engine. Almost 
80% of the last 34 Indianapolis 
**500”" races have been won with 
Perfect Circle Equipment. 

Perfect Circle rings are made of 
special alloys, have extra-thick, solid 
chrome plating finished with watch- 
making precision—and as a result 
of this care, Perfect Circle rings de- 
liver the long life and _ superior 
performance that engine ‘pros’ 
recognize and demand. 


Self-Cleaning Action 

AC Fire-Ring Spark Plugs give 
drivers maximum useful life be- 
cause of the “‘self-cleaning” action 
of their long, thin insulator tip de- 
sign. This insulator tip length pro- 
vides high resistance to electrical 
leakage and shorting. 

Extra thinness near the firing end 
means faster heating and cooling to 
burn away fouling deposits and 
maintain proper firing. These fea- 
tures are possible because ACs han- 
dle combustion heat better through 
their copper-glass inner seal and 
their pressurized insulator-shell con- 
struction. Automobile owners ap- 
preciate the advantages of spark 
plugs that are self-cleaning with sure 
firing action. 


Car Tuning Savings 

A Holley Choke Kit will improve 
automobile starting, restore efficient 
performance and save gas. Check 
the Choke Bi-Metallic Spring and 
Cover Assemblies.. replace with 
kit parts if any are damaged by dirt, 
rust or corrosion. 

Also available in one package is a 
Holley Distributor Kit containing 
rotors, contact sets, condensers and 
leads. All genuine Holley auto- 
motive products are engineered and 
built to original equipment stand- 
ards to give car owners low-cost 
car-tuning savings. 





Leading Automotive Advertisers 
Appearing in July 
POPULAR SCIENCE 


AC Spark Plug Div. 
Spark Plugs 


Ford Motor Co. 
Institutional 


Kendall Refining Co. 
Motor Oil 


The Armstrong Rubber Co. 
Tires 
Perfect Circle 
Piston Rings 


Firestone Tire & Rubber Co. 
Truck Tires 


Champion Spark Plug Co. 
Spark Plugs 


Ford Division 
Trucks 


The Bendix Corp. 
Electric Fuel Pump 


The Triumph Corp. 
Motorcycles 


Holley Carburetor Co. 
Choke-Distrubutor Kits 











AMERICA’S FOREMOST 
AUTOMOTIVE MARKET 


ON SALE — 
AT_YOUR NEWSSTAND 
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Engine Bearings eeeeeeeeee Continued from page 45 


filter changes for longer bearing 
life for your customers cars. 


Dirt, The Enemy 


Dirt is the greatest enemy of the 
engine bearing. Next in line is the 
complete loss of engine oil due to 
leakage externally or failure of a 
pressure supplying component. Dirt 
can get into bearings in several 
ways. The first is by flowing into 
the bearing area through the nor- 
mal oil stream. It can enter the oil 
stream through a defective oil filter, 
that is, a clogged filter which forces 
the by-pass valve in the filter to 
open. The opening of this valve 
flushes dirty unfiltered oil into the 
bearing oil supply. These condi- 
tions can be prevented by normal] 
oil and filter change periods. 


Clean Working Habits 


Dirt can enter bearings by care- 
less bearing installation procedures. 
This is where the clean working 
habits of the mechanic play an im- 
portant role in preventing bearing 
failure. The dirt or grit that the 
mechanic is responsible for can 
sometimes do the greatest damage 
to an engine. Just simple precau- 
tions are all that is necessary. Work 
with a clean workbench having a 
hard top. Use clean lint-free wiping 
clothes to wipe or handle precision 
surfaces. Use a clean fire proof 
cleaning solution for washing all 
parts. Always use clean oil from a 
clean oil can to pre-oil all bearing 
surfaces. Don’t take the bearing 
out of the box until you are ready to 
install them. Don’t handle bearings 
with dry or dirty hands, always 
handle bearings with clean hands 
well covered with clean oil. These 
simple hints will go a long way 
towards eliminating bearing 
troubles on any overhaul or bearing 
job you attempt. 


Care In Installation 


Let’s take the installation of a 
bearing shell as an example: First 
the connecting rod bore must be 
perfectly clean before the insert is 
installed. The insert steel back must 
be free and clean of all material. 
Should a grain of sand be left upon 
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the bearing back, the bearing is 
sure to fail. 

Normally the oil does three things 
for a bearing. One, it lubricates the 
bearing surface. Two, it cools the 
bearing by carrying away the heat 
generated in any bearing. Third, it 
flushes the area between the bear- 
ing and journal of any fine grain 
particles of metal and carbon. This 
flushing keeps the bearing area 
clean and free from the accumula- 
tion of abrasive material. 

Getting back to our case of the 
grain of sand; this condition as 
stated before almost always results 
in a bearing failure. The grain of 
sand distorts the concentricity of 
the bearing causing a portion of 





“Now don't get them mixed. This key is 
for the car and the other is for my apart- 
ment.” 





the bearing to be forced against the 
bearing journal. Heat of course will 
develop between the bearing ma- 
terial and the journal. This heat 
normally would be conducted away 
from the bearing by two sources. 
One, contact of the bearing shell 
with the connecting rod bore con- 
ducts the heat to the cooler parts of 
the rod mass. Two, the lubricating 
oil would conduct heat from the 
bearing area. However, the heat 
generated by the distorted condi- 
tion of the bearing is such that the 
oil flow and shell contact with the 
rod bore isn’t sufficient to transfer 
the heat adequately. 

It follows then, that the bearing 
shell must make perfect contact 
with the connecting rod bore in 
order to conduct heat properly away 


from the bearing area. The grain of 
sand prevents this perfect contact 
between the bearing shell and the 
rod bore. An air space is formed be- 
tween the two surfaces which acts 
like an insulator, thus preventing 
the transfer of heat to the cooler 
rod mass. This results in increased 
pressure of the bearing to shaft 
contact and very high temperatures, 
the bearing soon fails. 

In assembly of a bearing to its rod 
and journal a mechanic cannot be 
too careful about his clean working 
habits. Should a speck of grit be 
trapped between the journal and the 
bearing surface, bearing failure 
could result. While the particle is 
imbedded into the soft bearing 
metal, the metal is forced up above 
the particle and then comes into di- 
rect contact with the rotating shaft. 
This results in a breakdown of the 
lubricating oil film at this point, 
high temperature build-up locally 
and bearing failure. 

Examination of the illustrations 
in this article will help you under- 
stand the many problems that can 
be created by improper or dirty 
bearing installation procedures. 
Remember, clean working habits, 
clean oil, clean bearings and journals 
will guarantee long engine life for 
any engine you overhaul. 


RECOMMENDED MILES DRIVEN BETWEEN OIL 
CHANGES 


Normal 
Recommended Optional 
Miles Mileage 
3000 


> 


or> 


Lincoln 
Mercury 
Buick 
Special 
Cadillac 
Chevrolet 
Corvair 
Oldsmobile 
Pontiac 
Tempest 


Studebaker 2 3000 
A-2000 MILES OR 2 MONTHS—WHICHEVER OCCURS 
8-400 MILES OR 4 MONTHS—WHICHEVER OCCURS 
¢-6000 MILES OR 6 MONTHS— WHICHEVER OCCURS 
p-2000 MILES OR 60 DAYS—WHICHEVER OCCURS 
E3000 MILES OR 3 MONTHS— WHICHEVER OCCURS 


ao 


o 
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See Motor Age 
Technical Section 
Page 53 
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AIR 
SERVICE 
Gauge— 
Inflate 


2 


REPAIR 
SERVICE 
Tire— 
Tube— 
Valve— / 


i 


4 Cut tire adjustment claims! 
é a Another extra with 


3 Schrader’s 


au“ TIDE_TIFF 
EXTENSION 


Extending the life of tires makes 
good business sense. By keeping 
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C. Standard pencil tire 
gauge — 7750T — clips 
easily from your attend- 


ant’s pocket to spot 
check tire pressure—sell 
your interest in your 
customers’ tires. 


*What is the TIRE-LIFE EXTENSION 
lan? Simply applying the three 
indy practices shown above. By 
~— L—y benefit three 
ways: 1. Road Hazard War- 
ranty adjustment claims. 2. 
tional new business in tires and ac- 
cessories. 3. More steady custom- 
ers. 


S| 
ae 
clip- 


your customers’ tires properly in- 
flated for best wear resistance you 
i also reduce Road Hazard Warranty 
cial gauge 81 #1008 adjustment claims. In addition, this 
plan helps sell more tires and ac- 
eremrnar cessories. TIRE-LIFE EXTENSION 
pa shows your interest in the simple 
service practices that people de- 
serve and appreciate (but seldom 

get from your competitors). 

For example, Schrader pocket 
gauges, dual-foot truck gauges and 
chuck gauges provide you with the 
tools to measure your customers’ 
tire pressure, accurately every time. 
And you know they’re right if you 
certify the accuracy of all your 
gauges regularly with the Schrader 
Tru-test Special gauge. 

This one TIRE-LIFE EXTENSION 
practice will open many opportuni- 
ties for sales of tires, balancing, 
alignments —any or all of your 
services. 

You can see what this one prac- 

Schrader Chuck\® , tice can do in increasing regular 

Gauge ~ replaceable , customers and boosting sales. Use 

feet of hose and clip all three TIRE-LIFE EXTENSION serv- 
chuck allows safe . i 

mounting of tube- ices as really productive sales tools. 

pes Sa a ae But make sure your products are as 

oo egg good as your service. All Schrader 

oe tl products have the extra elements of 

i quality that make for steady busi- 

ness. 





A. SCHRADER’S SON * BROOKLYN, 38, N. Y. 
Division of Scovill Manufacturing Company, Inc. 


FIRST NAME IN TIRE VALVES 
CO OST FOR ORIGINAL EQUIPMENT AND REPLACE 














Made in America to American standards of quality by American craftsmen 
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step up your 


with AC’s 


AC's national advertising in Life and Post during June and 
July features the money-saving benefits of AC Spark Plugs. 


Boost your summertime profits and build your circle of friends (the kind 
that come back to buy again) by recommending and installing AC Fire- 
Ring Spark Plugs, designed to deliver utmost gasoline economy and 
longer effective spark plug life. 


Here’s why ACs last longer 


The massive electrode developed by AC 
keeps cooler in operation, extends life by 
reducing material burn-away and the need 
for frequent gap adjustment. 


The near-diamond hardness of the AC 
ceramic insulator permits thin construc- 
tion of the tip for better heat conductivity, 
without sacrificing strength. 


AC's exclusive hot tip heats faster, coo/s 
faster to provide self-cleaning action, 
keeps spark plug at peak efficiency longer, 
lengthens spark plug life. 


get the selling edge with 
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summertime profits 





complete spark plug line 
SELL EVERY DRIVER WITH 
‘ONE SPARK PLUG LINE— 
\ oxy). =i (0) a) 8) lO) 
EVERY AMERICAN CAR AND TRUCK, 
AS WELL AS FOREIGN MAKES 





The royal road to increased service business Suiésin shinai alas 
this summer leads right down the AC line— advantages you get when you 
and it leads off with AC Fire-Ring Spark Plugs. ats at Sa 
There’s an AC Spark Plug now for every @ A continuing program of re- 
American car or truck and for foreign cars SEE CRE Se 
; ; . that ensures your customers of 
now being imported to this country. Backed outstanding quality whenever they 
by a hard-hitting program of advertising and buy AC products. 
merchandising, AC Fire-Rings are in demand ae a ee Bn of ne 
‘ ighest quality products—so 
by motorists who want top performance from cuhihihy: donut itn satianaie 
their cars all year 'round—so stock up now famous AC brand name. 
and be ready for the extra spark plug busi- Better profit margins through 


ness that’s headed your way faster turnover, resulting from 
, greater consumer recognition and 


acceptance. 











‘AC profit AChievers! 
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Speed work, 
cut costs with 
B&D accessories 


Every job goes faster when you 
use the right tool . . . and the ac- 
cessories built for that tool. 


With over 2,000 ac- 
cessories in the line, 
you're always right 
when you buy 
B&D because Black 
& Decker has the 
right one for every 
application. 


WIRE WHEEL 
BRUSHES 





So remember .. . 

whether your need 

is Vibro stones, 

EE OE ee oot becehen’ 
grinding wheels, 

polishing pads or 

any other accesso- 

ry for a Black & 

Decker tool . . . call 

eae your local Black & 
sceew Decker Distributor. 


ours” He stocks ’em all. 


) Black s Decker: 


ACCESSORIES DESIGNED FOR THE TOOL 
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Buick Carburetor oee3weeegeee Continued from page 62 


spring are held in a position by the 
return spring so that the contact 
spring does not touch the contacts 
in the terminal cap. 

When the accelerator is de- 
pressed with engine stopped and 
the ignition switch turned on, the 
flat spot on the throttle shaft acts 
as a cam to push the switch ball 
plunger, guide block and contact 
spring upward until the contact 
spring touches both contacts in the 
terminal cap. This closes the sole- 
noid relay switch circuit and puts 
the cranking system into operation. 

After the engine starts running 
and the throttle is returned to the 
idle position, manifold vacuum 
causes the ball to move upward 
against the seat in the throttle 
body and the switch return spring 
pushes the contact spring and 
plunger down to separate the 
switch contacts thereby opening 
the solenoid switch relay circuit at 
this point. As long as the engine 
continues running the switch ball 
is held against its seat due to 
manifold vacuum, therefore move- 
ment of the throttle shaft cannot 
be transmitted to the plunger to 
close the switch contacts. When 
the engine stops so that the mani- 
fold vacuum ceases, the ball drops 
down to the starting position be- 
tween throttle shaft and plunger. 

If trouble is experienced with 
this switch many times it can be 
straightened out by just cleaning 
and lubricating the switch. If the 
switch is dirty the carburetor 
should be removed so that switch 
passages can be properly cleaned. 
To remove, disconnect wires from 
terminal, hold down on switch ter- 
minal cap while removing hold 
down clip. Remove terminal cap 
and return spring, then lift out 
switch guide block, contact springs 
and shims. 

Do not lose timing shims and the 
spring washer on the contact 
spring. Remove plunger and steel 
ball from carburetor throttle body. 
Wash all metal parts in a good 
metal cleaner and wipe dry. Clean 
out passages in throttle body. Do 
not soak terminal cap and guide 
block in the cleaning solution, but 
wipe dry with a clean cloth. In- 
spect ball, plunger and cylinder in 
throttle body to make sure they are 


clean and smooth. Check terminal 
cap for cracks. Switch contact sur- 
faces must be smooth and free of 
corrosion. If screen is damaged or 
clogged so that it cannot be cleaned, 
it should be replaced. 

Check condition of contact 
spring and replace if it is burned 
or otherwise damaged. The free 
width of the spring across the 
points with the return spring 
washer in place is %4, inch plus 
'g2 inch minus 0. The free length 
of switch return spring is 11%, 
inch to %4 inch. Replace a weak or 
distorted spring. Do not stretch or 
alter spring as switch operation 
will be affected. The contact spring 
rests on a number of square brass 
shims which control the switch 
timing. 

If the switch timing was found 
to be too early, reduce the total 
thickness of the shims. If timing 
was too late, increase total thick- 
ness of shims. The shims are fur- 
nished in thickness of 6 thou- 
sandths and 18 thousandths. Be- 
fore installing parts the contact 
surfaces in the terminal cap should 
be given a light coating of cup 
grease. If this lubricant is not 
available, petroleum jelly may be 
used. Work lubricant into a piece 
of clean cloth and lightly swab the 
inside of the terminal cap. Place 
plunger in position with the groove 
up so the ball rests on the lip at 
the inner end of the plunger. If the 
plunger is installed with the groove 
down the ball will be prevented 
from rising into the ball passage 
when the engine starts. As a re- 
sult, the switch will close each time 
the throttle is opened, causing gear 
clash at low speeds when the gen- 
erator is not producing sufficient 
voltage to open the solenoid relay. 
If generator should be inoperative, 
gear clashing would occur at all 
speeds. 

Make sure that all the timing 
washers, contact spring and the 
return spring washer are in proper 
position before installing the re- 
turn spring and terminal cap; 
then make sure the terminal cap is 
properly seated. After switch is 
assembled check the timing and 
change shims as required 
proper timing is obtained. 


until 
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B&D H.D. Sander-Grinder 


B&D Feather Edger 


Choose the sanding method you prefer- 
there’s a B&D tool to suit your needs! 


Whatever your sanding job—from cutting out 
to smooth, ready-to-paint surfacing—there’s a 
Black & Decker Heavy-Duty Sander to do it 
faster, smoother—yes, even dustless! 


Many body men, like yourself, find they’re 
making more of the long, green stuff turning 
out work faster, getting more jobs in the shop 


with B&D tools in hand. 


So, whether you prefer disc, belt or orbital 
sanding you'll find exactly what you want in 
the Black & Decker line. And for getting in 
close on those high-sweep fins there’s nothing 


Black s Decker: 


WORLD'S LEADING MAKER OF POWER TOOLS 
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like a B&D Feather-Edger or Belt Sander. For 
a free demonstration call your local jobber or 


mail coupon today. For sales or ser- {5 
ELECTRIC 


vice, look in the Yellow Pages under... | : 


Tue Buiack & DeckerR Mec. Co., Dept. 5107 
Towson 4, Maryland (In Canada: Brockville, Ont.) 


O Please arrange a demonstration of 


0D Please send additional information on..: 


©) Valve Seat 
Grinders 


© Orilts O Vacuum O Polishers 


Cleaners 


OO PPR DD we a DD 
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Do All Three... 
With One Hand Free 


NO. 
264 


3-WAY COMBINATION 
BRAKE SPRING TOOL 


SLOTTED 
END 


Remove and replace 

all brake shoe re- 

turn and retaining 

springs with one 

hand, while the other is free to line up 
the brake shoes. Just insert appropriate 
end of the 3-Way tool in the spring— 
depress and twist—and the spring is 
released! 


Why hunt for a particular tool, when 
one does three jobs on practically all 


cars and light trucks? Ask your jobber 


MECHANIC’S NET $2.50 


Wetand lok 


HERBRAND DIVISION - THE BINGHAM -HERBRAND CORPORATION 


FREMONT OHIO 
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Truck Service..... 
Continued from page 57 


explain a patch job that failed.” 

On occasion, Jump will lose a 
customer. 

“When you know you are right,” 
said Jump, “you just have to sit 
and wait for them to come back. 
Do not go begging them back. One 
has to keep a customer’s respect.” 

Jump’s crew comes on at 3:00 
P.M. It works through until all 
scheduled jobs have been completed. 
Unless they work all night—Jump 
stays to the last man—Jump is 
ready to start calling on accounts 
by noon the next day. “My custo- 
mer-relation hours are from noon 
till 4:30 daily.” 

Invariably, fleet operators expect 
to be wooed. And they look forward 
to Jump’s visits. 

“They have beefs to air. They 
want to do their beefin’ in their own 
office, not on our service floor. 
Furthermore, they have to be con- 
vinced the one they’re dealing with 
is ‘IT.’ They don’t want to hear any 
non-committal We'll do. What they 
want to hear is /'ll do. They want 
personal attention. And they don’t 
want their complaints referred to 
someone higher up.” 

This holds so true, unless it’s an 
emergency, regular truck accounts 
wait until after 5:00 P.M. to phone 
Jump. In an emergency, Broncho 
Chevrolet’s switchboard operators 
transfer Jump’s calls to his home. 

“A truck owner’s major worry 
isn’t over the amount of a repair 
bill. . . . but about breaking down 
200 miles from home base. 

“We never hesitate replacing any 
part questionable. Subsequently, our 
parts volume, dollarwise, runs 15 to 
20 per cent over customer labor.” 





“Sure twenty miles to the gallon is good— 
except I’m talking about the OIL!" 

















Take your pick 
for super-quick 


CARBURETOR 
CLEANING! 


GUNK 


‘offers you a 
choice of two 


the world’s 
most powerful 
carbon 
digestive 
solvent! 


% water sealed for long-life 
% strips carbon, paint, grease fast 


*% cleans carburetors, pistons, engine 
blocks, automatic transmission parts 
completely 


* 1%, 3 and 6 gal. Pail Kits — 30 and 
55 gal. Open Head Drums — baskets avail- 
able for all sizes 


NEW! 


the easiest 
to handle 
carburetor 
cleaner 
ever! 


no lingering offensive odor 

% will not burn hands 

* 100% active —long bath life 

% 5 gal. Pails with or without baskets— 
15, 30 and 55 gal. Closed-Head Drums 


Either one—GUNK H.S. or GUNK C.C. 
cleans cleaner! Both are safe, effective, 
and economical. See your GUNK Job- 
ber and choose the one that suits you 
best . . . but, always “Dunk ‘Em In 
Genuine GUNK"”! 

® Reg. trade mark 


GUNK CHICAGO CO., River Forest, Illino 
RADIATOR SPECIALTY CO., Charlotte 
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Sa STOCK UP AND SELL FAMOUS 

FREE || rram“wear-Guarb” FILTERS FRAM 
GIFTS 56 GET GIFT CERTIFICATES FREE! MILLIONSSS$ 
; | ze GIVEAWAY 














MILLIONSSS$ 
GIVEAWAY 


THE EASIEST TO SELL! 


FRAM “WEAR-GUARD” FILTERS 
TRAP UP TO 40% MORE DIRT 
THAN OTHER FILTERS TESTED! 


It's a fact! And it makes Fram Filters the greatest 
advance in engine protection since detergent oils. 
No wonder in 1961, more car manufacturers choose 
Fram to supply original equipment filters. You'll find 
top quality Fram Filters are the easiest to sell and 
the fastest moving filter line in America today! 


THE REWARDS ARE BIG! 
The most exciting selection of free gifts in the in- 
dustry are yours when you stock and sell Fram 
Filters. When you buy Fram Filters at regular cost, 
your supplier gives you free Fram Gift Certificates. 
Join the thousands of dealers saving Fram Gift Cer- 
tificates for valuable free gifts. 


BUSINESS-BUILDING IDEAS! 
Use your Fram Gift Certificates to boost sales and 
profits. Free gifts you get can be used as traffic 
builders or as sales incentives for your personnel. 
SEE BACK COVER FOR COMPLETE DETAILS ON 


MILLION $$$ GIVEAWAY! ORDER FRAM ‘“‘WEAR- 
GUARD” FILTERS FROM YOUR SUPPLIER NOW! 


PE bed A 50) ) toe 
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CLOWN & DOLL SET—Brightly colored, cotton 
stuffed, unbreakable plastic faces, satin ribbon bows. 

COLORING SET—32 crayons, 6 poster paints, 8 
water colors, brush, outline drawings, coloring books 
E MIRRO 23 Pc. COOKY-PASTRY SET—Shapes and 
decorates with professional results every time. 
B24 AMITY FRENCH PURSE—Elegant, of softest leather 
with change pocket, bill compartment, 4 photo wings. 


MARBLE GUN CLEANING KIT--R 
flannel cleaning patches, Nitro-Solvent 
E AMITY WALLET—Finest leather 
pass case and secret currency and sta 

31 HODGMAN SHORT BOOTS—Light 
moulded vinyl, for station or outdoors 
B32 RAWLINGS GENUINE LEATHER 
FOOTBALL, official size, inflator needle 





MIRRO 5 Pc. MOLD SET—For baking, salads and 
desserts; traditional designs in gleaming coppertone 
finish; handy rings for hanging as wall plaques 

MIRRO ELECTRIC CORN POPPER—Automatic, effi 
cient; no stirring, no shaking; also for heating soups 
vegetables, stews, poaching eggs; 1 yr. guarantee 

1 BARR BASKETBALL SET—Official size and weight 
all-rubber ball; inflating needle, 18” hoop with net. 


D McNALLY “CONTINENTAL” GLOBE—12” diam- 
tapered base; handsomely colored surface 
TSCRAFT VOLLEY BALL SET—Official lawn ball, 

net, 2-5’ metal posts, stakes, guy ropes 
TSCRAFT TABLE TENNIS SET—4 rubber-faced 

1 pair of metal posts, tie-on mesh net, 2 balis 
T DUAL-BEAM LANTERN—Flasher and work- 
cord on re-coil reel, battery, hanging hook 


INSULATED HUNTING JACKET—Zippered, 27” quilt- 
ed acetate taffeta, scarlet color. S, M, L, XL. 

WEST BEND ELECTRIC 5 Pc. PATIO SET—Stone- 
ware pot with chrome-plated electric base, 4 servers; 
goes right on the table, handles parties with ease 

EKCO MIXING BOWL SET—4 brightly polished, 
stainless steel bowls; easy to clean; make beautiful 
service pieces; popular 1, 142, 2 and 4 at. sizes. 








B61 WM. ROGERS WELL & TREE PLATTER—Famous 
gh ay Ra gen 18”, footed to protect table. 
ROGERS DOUBLE VEGETABLE DISH—Beautiful 
phn. cover converts also to become a server 
MIRRO-MATIC 4 Qt. PRESSURE COOKER—Super- 
thick aluminum; one-piece, foolproof pressure control 
BOWLING BAG—For bali and shoes, scuff-proof, 
outstandingly strong and unbelievably light in weight. 


SR Oe RE RE aR ee 





(setts aet a- Baltes ba 2) 
Free with 8 Dozen Cartridges 











KOEHLER COMMANDO COMET LANTERN—Powerful, 
compact, 2 lights in one, leather carrying handle. 
BERNZ-O-MATIC CRAFT KiT—Torch, propane cylin- 
der, soldering attachments, 5 solders, king-size case. 
1 HODGMAN BOOT FOOT WADERS—Laminated fabric; 
sponge lined boots; U. S. made. Sizes: 6-12 reg. length 
2 RAWLINGS FOOTBALL OUTFIT—Helmet; shoulder 
pads; scarlet cotton jersey; drill pants, S, M, L. 


B73 KAROFF WALNUT BUFFET—Opens from 15” to 29’ 
complete with salt & pepper shakers, 2 relish dishes. 

81 PFLUEGER FLY FISHING GIFT PACK—Super-auto 
matic fly reel, assorted flies, plastic box (rod not incl 

B82 LaBELLE ELECTRIC COFFEE MAKER-—Brews 4-17 
cups: flavor selector thermostat and drip-proof spout. 
B83 SUNBEAM STEAM-DRY !RON—Thumb-tip control, 
stainless steel water tank; weighs 3 Ibs. 





ANT PROJECTION SCREEN—40” x 40” 


glass 


é ToeMatic”’ opening, fully adjustable 
ATED UNDERCLOTHING—Quilted acetate taf 
trousers, vest; S, M, L, XL; socks: S, M, lL 


NG PERTH GOLF SHOES—Moccasin 


style 


s. Sized B: 7-13; C: 6-13; D: 6-13; E: 6-12 


FASHION WATCH SET—Swiss watch, 
straps, 6 coordinated dial rims 


6 dif 


RONSON CFL-MARK I| SHAVER—Replaceable cut 


osest, fastest shaves; lightest touch 


AM ELECTRIC FRYPAN—Immersible, auto- 


ntrol, metal cover, fry-guide on handle 
ER 4 Pc. SET—“‘Hallite” heavy, alumi 
t copper-colored tarnish-proof cover 


HALL 3 Pc. CARVING SET—Superb stain- 


walnut handles, handsome walnut holder 


G-E ALL-PURPOSE SHARPENER—Sharpens pencils, 
scissors, knives perfectly in seconds—electrically. 

SUNBEAM ELECTRIC HAND SAW—Fast cutting, 
tilting shoe, with blades and Allen wrench. Convenient 
handle grip, upstroke cutting, chip blower. 

TEXAS-WARE 61 Pc. DINNER SET—Complete set- 
ting for 8 plus service pieces, open stock pattern. 
Sturdy, break-resistant, yet has delicacy of fine china. 











B201 OSTERIZER BLENDER—2 speeds, chrome base, 
exclusive Oster container design. Blends, grates, lique- 


fies, churns, chops, grinds, whips, purees in seconds 
102 CORY ELECTRIC PERCOLATOR— 


“Buffet Queen” 
brews 10-40 cups automatically; flavor selector, ready- 
light; heavy-duty high-heat element perks coffee fast. 
B241 LIONEL ELECTRIC TRAIN SET—Steam locomotive, 
tender, 4 cars, track set, trestle set and transformer. 


B242 COSCO FOLDING 5 Pc. BRIDGE SET—“Fashion- 
fold" table, 4 chairs; padded table and chair sets, 


handsome metal frames. Ebony/Charcoal, Tan/Mocha 


B243 DORMEYER MIX-MORE—10 speeds, portable mix- 
ing head, comes with a complete set of attachments. 
", 21 jewels, 
gold top, stainiess back, shock-absorbing movements, 
unbreakable mainspring, matching band. 3 yr. guarantee. 


B244M BENRUS WATCH—“‘Lord Nelson 21’ 


30 GIFT CERTIFICATES 
(Free with 30 Dozen Cartridges) 








B244. BENRUS WATCH—“‘Lady Winnie 21", 21 jewels, , 
gold top, stainless back, unbreakable mainspring; 
matching adjustable expansion band. 3-yr. guarantee 
B301 CHANNEL MASTER PORTABLE RADIO—8 transis- 
tors; telescoping, detachable antenna; ear plug; strap; 
available in Broadcast-Short Wave or Broadcast-Marine 
B302 MILLION MILER 2 Pc. LUGGAGE SET—Feather- 
weight; quilted lining: Grey, Brown, or Airline Blue. 
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96 GIFT CERTIFICATES 
(Free with 96 Dozen Cartridges) 


P JRTABLE CAR/BOAT RADIO—8 transisto 


ap 


OR 


anger 


clip stand, plays on 3 standard 
(batteries not included 
x 2” SLIDE PROJEC 


types of mounts 


compact, streamlined Carrying case 


STEREOFONIC FONOGRAF—Portable 4 
2 stereo speakers, automatic shut off 


ROFF PATIO CART—Complete with 20 pc. glass 


rving t 


ools, shaker, covered ice bucket 


PER SOLINA 35mm. CAMERA—Complete 
ER light meter; AGFALUX flash attach 


ame vi 

8.mm 

e extra 
built 


ew finder; case and strap 

MOVIE CAMERA — 2 lens turret 
lenses; viewfinder with fields for 
n light meter, pistolgrip handle 





REVERE MONOPHONIC TAPE RECORDER — Port- 

2 track; holds 2 full recordings on each reel 

ds, plays back in hi-fi mono balanced-tone. One 

three-position control operates all functions 

WESTINGHOUSE 1962 PORTABLE 19” TV—Easy- 

grip carrying handle, convenient front controls; VHF, 

beautiful ivory and green finish. Telescoping antenna 
of polished chrome. Brings in sharp, clear pictures 





1 MacGREGOR Jack Burke ‘“‘CELEBRITY’’ GOLF CLUBS—4 woods of 
persimmon finished in Rosewood; 9 irons (2-9 and wedge) with ex- 
clusive ‘‘Colokrom’’ face; individually matched and registered 
B2881 GORHAM 6 Pc. STERLING TEA & COFFEE SERVICE—Beautiful 
Strasbourg pattern; sterling silver coffee pot, tea pot, sugar bowl, 
creamer, and waste. Handsome serving tray is heavy silver-piate. 









MILLIONSSS 
GIVEAWAY 


HERE’S HOW TO GET YOUR GIFTS ABSOLUTELY 
FREE...YOUR REWARD FOR SELLING FAMOUS 
FRAM “WEAR-GUARD” FILTERS! 


With every 24 Fram Filters you buy, your Fram 
supplier will give you two gift certificates ABSO- 
LUTELY FREE. 


Certificates may be redeemed for your choice of 
nationally advertised merchandise shown here. 


You get these valuable gifts with two or more 
gift certificates. 


You can redeem your certificates immediately 
or save them and get gifts in higher value 
categories. 

Redeem certificates by mailing to Fram Corpo- 
ration, P.O. Box 4128, East Providence, R. |. 


Gifts are shipped directly to you—freight prepaid. 


Free gifts in Fram’s Million $$$ Giveaway are 
dependent upon availability. Accordingly, Fram 
reserves the right to withdraw or substitute 
gifts of equal value at any time. 


IMPORTANT: All gold certificates (expiration dates, Dec. 31, 1960 and 
June 30, 1961) must be redeemed for gifts OR exchanged for new 
ORANGE certificates on or before Oct. 31, 1961. Redeem now or exchange 
gold certificates by sending them to: FRAM, P. 0. Box 4128, East 
Providence, R. | The Million $$$ Giveaway is not offered in Canada 
ORDER FRAM “WEAR-GUARD” FILTERS FROM YOUR SUPPLIER TODAY! 


AH-1417 © 1961 Fram Corporation, Providence 16, R. |. Litho in U.S.A. 





Tow Them In eoeeeceeee ee eee Continued from poge 67 


on to a trailer that will take them 
to a scrap yard. Where hoisting is 
needed, this truck does the job and 
has been a source of income as well 
as a business recommendation to 
our shop.” 

The partners have trade-marked 
the name “Scrappy” because they 
feel that this name is long remem- 
bered by their customers. It has 
helped to build up repeat traffic. 
Serving within a 10 mile radius, 
they also act as a sub-contractor in 
providing road service on the Penn- 
sylvania Turnpike. They are lo- 
cated just two miles from one of 
the interchanges. When towing is 
necessary, they are called to render 
this service. 

Because of the increased shop 
volume directly accountable to the 
tow trucks, Scrappy’s had to move 
to a larger shop. Their new build- 
ing, measuring 60 feet by 50 feet, 
is the most modern auto body and 
paint shop in the area. It is 
equipped with the latest equip- 
ment. 

“Once a car or truck is towed 
into a shop, it is the shop itself that 
must sell the owner on having the 
job done here,” points out Amice. 
“When a motorist sees a modern 
shop, fully equipped and well 
maintained, it gains his confidence 
and thereby his business. For this 
reason, We have a strict policy of 
maintaining a clean shop. Every 
mechanic is charged with keeping 
his working area as clean as he 
possibly can.” 

In addition to complete tooling 
and modern equipment, the shop 
features its own paint mixing 
equipment and a modern spray 
booth. This enables the shop to be 
a complete one-stop center for all 
body and paint work, which pro- 
vides quick service to customers 
and a better profit return to the 
shop. 

“Time is money in our business. 
When we don’t have to move a 
car from our shop to another to do 
a specific type of job, we enjoy a 
better return,” points out Amice. 
“By the same token, being able to 
do the job within our own shop be- 
cause we have the equipment to 
handle the particular job, affords 
us the opportunity to do the job 
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more economically for the motor- 
ist as well as making a better profit 
for ourselves. A well equipped shop 
works to the advantage of all. This 
has definitely played a major role 
in our constantly increasing work 
volume.” 

At a cost of $6,000, the shop re- 
cently equipped its four tow trucks 
and office with a two-way radio 
unit. This has proven to be a tre- 
mendous time saver. It has pro- 


vided customers with better serv- 
ice as well as making greater use 
of all tow trucks and the mechanics 
handling them. 

“During this past winter, we 
were getting call after call about 
cars stuck in snow. We were able 
to radio our tow trucks and keep 
them on the road more consist- 
ently,” says Amice. “Previously, 
each tow truck returned after a 
job. Then it had to be dispatched 
again. With our two-way radio, we 
sent them from job to job. They did 

Continued on page 147 








$300 


A WEEK 


SERVICING 


Inland Trained 
Radiator 
Repairman 
Soldering 
Radiator 


RADIATORS! 


other activity in the service area! 


complete package 
Itself’’ Purchase Plan. 


training course, “Pays-for-itself’ § 
purchase plan and experiences of 


20 to 30 MILLION RADIATORS NEED SERVICING YEARLY! Tests 
prove 83% of all radiators over a year old are partly plugged. Inland 
equipment shows customer his radiator needs cleaning — is designed 
for fast easy production methods — stays neat and clean 


Inland, world’s largest radiator equipment manufacturer, offers the 
Equipment, Training, Merchandising, “‘Pays-For- 


FIRM. 


“Our INLAND Radiator Department brings us an average of $300.00 
A WEEK! (Over $15,000 a year!) Wish we had installed the equip- 
ment years ago!” — Douthit-Carroll-San Chez Co., Memphis, Tenn. 

$10,000 to $20,000 A YEAR ADDITIONAL VOLUME IS COMMON! 
“$16,750 in one year!’ — McRill's Auto Repair & Radiator Service, 
Twin Falls, Idaho. “$18,000 in one year!""—Clough Auto Parts, Storm 
Lake, Iowa. Radiator servicing brings more profit per sq. ft. than any 


FREE BOOK! 


NLAND MFG. CO., Dept. MA-7 
New free 48-page book “Blueprint & 1108 Jackson St., Omaha 2, Nebr. 
for Profits'’ shows equipment, I Please send new free book, “Blueprint for Profits.” 





other operators. Take a minute and 
mail the coupon now. 


B avpress 


(PLEASE PRINT) 





INLAND MFG. CO. ; ee 


ZONE___STATE 





1108 Jackson St. 3 


TITLE 





Dept. MA-7,Omaha 2, Nebr. # 


If dealer, make of car sold. 


i 4 
Are you now operating a radiator Dept. [] Yes [) No 
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Truck Tires 


FAYUER 





mre an ae ae 


Hen-TooL 
QUALITY 
BEAD LOOSENERS 


Free frozen beads quickly with ex- 
clusive Ken-Tool Bead Looseners. 
They provide greater leverage . . 
loosen the most stubborn truck 
tire beads quickly, easily. 








T-51 


Farm Tractor 
Bead Loosener 


T-26 A 
Truck and Bus 
Bead Driving Iron 


oo ? rn 00 


T-26B 


Impact Truck 
Tire Bead Breaker ! 
wes ie Design) 


SEE YOUR JOBBER on the complete 
line of Job-Designed Ken-Tools. 
Forged by the largest exclusive manu- 
facturer of top-quality Tire-changing 
Tools and Equipment. THE KEN- 
TOOL MFG. CO., AKRON 5, OHIO. 
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TIRE CHANGING 
Ss KNOWN. USEC 
‘Smoune THE WORLD 
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Presidential Continental . . . Continued from page 52 


The navy blue limousine has 
more specially designed features 
and accessories than any automo- 
bile ever used for official duties at 
the White House. 

Major innovations include a 
series of roof combinations, a rear 
seat that can be raised and lowered 
automatically, retractable foot 
stands for Secret Service men, two 
two-way radio telephones and a 
master control panel for power ac- 
cessories. 

The President can ride in the 
car in the open air, either sitting or 
standing. Assuring protection in all 
types of weather and for various 
conditions, the President also can 
ride under a metal or transparent 
plastic roof or a convertible top. 

The car, which is more than 21 
feet in overall length, is an elon- 
gated version of the 1961 Lincoln 
Continental convertible. It was de- 
signed by Ford Motor Company 
technicians in cooperation with 
Hess & Eisenhardt, a custom-body 
firm in Cincinnati, Ohio. 


The car is divided into two com- 
partments with a power-operated, 
sliding-glass partition separating 
the driver compartment from the 
passengers. The rear passenger 
area includes two folding jump 
seats and a back seat that can ac- 
commodate comfortably three 
people. 

A unique feature of the car is 
the power-operated back seat which 
can be raised to a height of 10'4 
inches from the floor when the rear 
roof section is removed. The adjust- 
able seat, which has foot steps for 
maximum comfort, permits. the 
President to be seen easily even 
though seated. 

If the President chooses to stand 
during a parade he can support 
himself by means of a metal railing 
located over the mid-section of the 
car. 

The rear seat can be illuminated 
with a non-glaring  flood-light. 
Reading lights are in the rear 
corners of the metal roof. 

Continued on page 146 








cash 1n on 
new source of sales with 


vendor 


Bring additional traffic to your location 
7 days a week and 24 hours a day. 


Fully automatic, ready to plug in 
and takes up only | square yard of 
space, with adequate refrigerated 
storage space for peak sales. 


Coin operated vendor automatically 
dispenses ready-packed ice in sanitary 
polyethylene bag in maximum of 5 
seconds. No squatting, no stooping. 
Ice comes out waist height—eliminates 
any operations by customer. 


Realize huge profits—a bag of ice 
costs you less than 5 cents per bag and 
sells for an average of 40 cents 

per bag or more. 


ICE VENDORS AVAILABLE FOR IMMEDIATE SHIPMENT 


Please send me complete information 
on ICE VENDOR 


NAME 
ADDRESS 
ciTy_ 


E. J. SHURTZ MFG. CO. 
DEPT. MA 

1040 So. West St. 
Wichita 13, Kansas 
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EACH MUSKEGON ENGINE-DATED 


piston ring set consists of a carefully coordinated ar- 
rangement of compression and oil rings ... the right type 
ring for each groove to assure maximum performance in 
a particular engine. The result, is your customer will get 
the economies he expects from your work. Muskegon has 
been designing and developing piston rings for the 
Engine Builder since 1921...this is why more than 1 
out of every 3 new cars is equipped with Muskegon and 
why your best buy is the Muskegon “Engine Dated” Set. 


Ring job costs are reduced too, because Muskegon takes 
inflation out of piston ring pricing—passes along to you 
important savings resulting from economies in 
Muskegon’s distributing plan. 


Packaged attractively with color-coded inner containers 
to guide you in getting the right ring in the right groove. 
Complete instructions to assure entire satisfaction every 
time! 


JUST TRY THEM ONCE AND 

YOU’LL SEE HOW “ENGINE 

DATED” SETS TRULY CONTROL RING UP 
OIL, ARE EXCITING TO SELL, A 

PLEASURE TO INSTALL 


Request This Fact-Filled Booklet. MORE JOBS 
Six easy-to-read pages tell about elven 
the “Booming Engine Repair Busi- 

ness Ahead” and how “Re-Ringing 

Leads to Related Sales.” Ask your 

Muskegon jobber for a FREE copy 

or write us direct! 








Piston Ring Co. 


PLANTS AT: MUSKEGON 
SPARTA - CHICAGO 


SESS MN: 


Mao i, Piston rai 


NOSINSNW 


MUSKEGON PISTON RING CO. 
The industry’s source—original 
equipment and replacement— 
for piston rings and 
transmission parts 





Solving Mechanic Shortage « Continued from page 47 


tending service school and meet- 
ings. 

Organization, both of physical 
layout and shop working proce- 
dures, is a key factor in improving 
the efficiency of any service oper- 
ation. Inconvenient location of 
tools wastes time. Insufficient 
equipment—either in quantity or 
quality—means that valuable 
working hours must be written off. 

In many shops, work falls be- 


hind schedule because the lifts are 
equipped with obsolete adapters. 
As a matter of fact, frequently the 
available lifts simply are not ca- 
pable of doing the job that is re- 
quired of them. On the other hand, 
according to a recent survey, a 
number of operators reported time 
savings of 25 per cent and more 


after installing modern 
hoists and jacks. 
The key to 


lifts, 


improved work 





TORQUE WRENCHES 
lL ee 


Cs Par 


Ai yy 


This Mark’ Guarantees: 


- Guaranteed accurate forever within 2% of 


*These are the same torque wrenches 
used and recommended by leading 
engine and equipment builders. 


i Rae 


maximum scale reading. 

The only wrench that permits accurate use 
of adapter & extensions. Patented pivoted 
handle permits concentrated load position— 
the only way to obtain accuracy with adapt- 
ers and extensions. 

Rugged construction. Can be stored in a tool 
box with other tools. 

Easy to use as any socket wrench. 


Signalling models and direct reading styles 
to choose from. 


- A complete range to choose from to meet 


every service application. 


Torque Specification Book for over 130 


Valve and 
Clutch Spring 


Tester 


Test new as 
well as used 
springs. Match sets of vaive 
springs for top engine per- 
formance. Check clutch 
springs to prolong clutch life. 


makes and more than 1200 models of 
automobiles, (U.S. and foreign) trucks, 
tractors, outboards, motorcycles, diesel, 
aircraft, marine and small air cooled 
engines. Spark plug, wheel bearing, valve 
spring data and many helpful torque tips 
sent free upon request, write Dept. 615 


Pa /STurtevanT /co 


QUALITY] /LL/NOIS 





schedules and procedures is care- 
ful planning of all jobs to be done. 
The use of up-to-date testing and 
checking devices, results in pin- 
pointing the problem in less than 
three minutes. Thus there is no 
time wasted in expensive trial-and- 
error methods. 

Once proper diagnosis of the 
car’s troubles has been made, care- 
ful scheduling of the necessary 
work will facilitate early comple- 
tion of the job, thereby making 
space and personnel available 
quickly for the next job. 

Often service customers appre- 
ciate the opportunity to make an 
advance appointment to have their 
cars’ needs attended to. The wise 
operator encourages this practice. 
Not only are the customers happier 
when they can plan their own ac- 
tivities around the time the car will 
be in the shop, but the operator as 
well, will realize several distinct 
advantages. Advance appointments 
for service jobs mean that the man 
best qualified for the work will be 
free to handle it when it comes in. 
Also necessary spare parts, sup- 
plies and equipment will be avail- 
able at the right time. In this way 
the operator will make the most of 
the men and material at his dis- 
posal. 

Since automobile and _ service- 
equipment manufacturers can do 
little to solve the immediate prob- 
lem of the service industry—the 
lack of enough trained mechanics 
—even though their efforts are en- 
couraged in seeking the long-range 
solution, it is clear that every serv- 
ice-station and garage operator 
must work out his own local rem- 
edy, one that is consistent with 
the labor supply in his area, the 
nature of his business and the con- 
dition of his shop. 





Motor Age’s 
Mechanics 
Training 
Program 
starts 
on page 63 
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Van Norman 
302H BRAKE DRUM 
LATHE 


Turn and Wet Grind Drums 
IN ONE OPERATION 
for 


better brakes and 
EXTRA PROFITS 


Van Norman pioneered brake drum grinding—and this massive, rugged, 


fast machine cuts and grinds brake drums in one operation—for pleasure 
cars, light and medium size trucks. 


Here are some of the extra features: 
® Wet Ground Finish—for longer brake lining life. 
® No threading action of shoes—no ‘“‘noisy brake’’ complaints. 


® No free follow-up brake adjustment necessary—saves time and 
cuts your cost. 


® Grind all drums—hard spots no problem. 
For full details on this profit-producing brake drum lathe, contact Van 
Norman now. 


QUALITY IS THE REASON—IT PAYS TO VAN NORMANIZE 


VAN NORMAN 


A DIVISION OF VAN NORMAN INDUSTRIES, INC. 
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DOWGARD proved superior 


The test car was engineered and tuned 
for top performance by Ray Nichels, 
owner of Nichels Engineering. Mr. 
Nichels is recognized as one of the top 


DOWGARD' Full-Fill’ Coolant 
gives lower coolant pressure, 
lower spark plug temperatures 


THE PLACE 
Daytona International Speedway. 


THE CAR 

Grand National Race Car. 
THE DRIVER 

Paul Goldsmith. 
THE ASSIGNMENT 


See how Dowgard compares with water as a coolant 
under grueling, high performance conditions. 


, 


“tunesmiths”’ of the racing circuit. 


Running at Daytona, comparative runs 
were made using Dowgard Full-Fill 
Coolant for one run, water for another. 
Top speed was 151.5 miles per hour! 


Special probes were placed in the en- 
gine to measure temperatures and cool- 
ing system pressures. 


Asexpected, Dowgard ran 7°F. hotter on 
coolant temperature, 8°F. higher on oil 
temperature and 23°F. hotter on metal 
temperature. Underhood temperature 
was 1°F. lower, however. Automotive 
engineers for The Dow Chemical Com- 
pany consider these temperatures bene- 
ficial to peak operating efficiency of 
the engine. 


Additional benefits to the motorist are 











better gas mileage and less chance of 
vapor lock. 


Two other significant figures were these: 
Coolant pressures were from 4 to 8 pounds 
per square inch lower with Dowgard. And 
spark plugs ran 25 to 50°F. cooler with 
this modern laboratory controlled coolant. 


What do these Daytona results mean 
to you? Just this: Dowgard Full-Fill 
Coolant, operating under the toughest 
conditions, assures maximum cooling 
system efficiency, maximum protection 
against cooling system failure, a good 
product for you to sell. 


DOWGARD - THE pow cHEMICcAL 


YEAR ‘ROUND 
COOLING SYSTEM 
FLUID 


$2.25 per gal., 
suggested retail price 


Proved at the track— best for cars 
everywhere! One complete fill lasts 
two full years. 


COMPANY <g> 





NEW 2-way 3-way 


flange-type puller 


e REMOVES HARMONIC BAL- 
ANCERS, TIMING GEARS, 
ETC. ON LATE MODEL CARS 


Like two pullers in one! . . . allows 
mechanic to quickly and easily re- 
No. 518 move harmonic bal- 
at, ancers, timing gears, 


ah t oy etc. which have either 


two or three tapped 
ar 3. WAY holes. Handles bolt- 
circle diameters from 


2-WAY 114" to 45%". 


NEW “Zirc-Ram’”’ tool 


4 ¢ FREES FROZEN GREASE FIT- 
TINGS QUICKLY AND EASILY 


With one hammer blow “‘Zirc-Ram” 
generates up to 1,000 lbs. of hy- 
draulic pressure, quickly 
frees frozen zirc-type grease 
fittings and often reseats 
damaged fittings. Works 
on either straight or angle 
fittings, will not harm fit- 
tings as pressure is exerted 


No. 519 © by oil, not metal. 


NEW ball joint suspen- 
sion sockets, wrenches 


e EASILY REMOVE AND 
INSTALL BALL JOINTS; 
ADJUST CASTER, CAMBER 


Specially designed ball joint suspen- 

sion sockets quickly remove and 

; install ball joints from upper and 

{/ lower “A” frame on Chrysler built 

f cars. Four new ball joint suspension 

No. wrenches adjust caster and camber on 

late model Ford, Mercury, Lincoln 
and Rambler cars. 


Other NEW time-saving OTC tools and equipment 


650-655 


No. 656 % 
NEW Ford generator NEW flange-type rear NEW Ford manifold nut 
wrench—for generator axle bearing puller- wrench for right and left 
mounting brackets, installer, bank. 


No, 517 No. 434 


‘ _ 
NEW gas gouge lock- 
nut wrench for late model 
Chrysler cors. 


Nos. 961-965 


See your OTC distributor about these and other special OTC tools, or write: 


OWATONNA TOOL COMPANY 


¢ 921 CEDAR STREET OWATONNA, MINN. CABLE: TOOLCO 


ett *®e 
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English Ford ...... 


Continued from page 55 


observe the pressure. It should not 
be less than 2 lbs. per square inch 
and not more than 3% lbs. per 
square inch at any speed. 


Carburetor Idle Speed Adjustment: 
Connect a vacuum gage to intake 
manifold with engine warmed up. 
Screw the volume control screw in 
or out so that the engine runs 
smoothly. 


Testing and Adjusting The Volt- 
age Regulator: Insulate the cut- 
out points with a thin strip of mica 
or disconnect the cables from the 
terminal marked “A” and “Al” and 
join them together. Connect the neg- 
ative lead of the test voltmeter to 
the terminal “D” on the regulator 
and the positive lead to the ground 
or the “E” terminal. Adjustments 
should be made with the regulator 
cold. Start the engine and gradually 
increase the speed until the volt 
meter needle flicks and then stea- 
dies at approximately 1500 genera- 
tor RPM. If the reading is not be- 
tween these limits the regulator 
is in need of adjustment. 


Contact Breaker Point Adjust- 
ment: Turn the engine so that the 
heel of the contact breaker is on a 
high point of the cam. Adjust the 
point gap to .014 to .016 inch. 


Clearing House .... 
Continued from page 91 


seems to be getting a little 
louder. Have never taken the 
engine down. Seems to be loud- 
est when idling. 
South Garage 
Upland, Nebr. 


ROM your description, it 

sounds to me like a cam- 
shaft knock. Usually on these 
jobs when the camshaft gets a 
little end-play it will cause a 
knock. I would suggest taking a 
crow bar and apply pressure to 
the timing case cover. Usually 
you can bend the cover enough to 
eliminate the noise. Otherwise 
it will be necessary to remove 
the cover to install a new thrust 
plug and spring. 
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Air Compressor 
Data Table 


FTER totaling the c.f.m. re- 

quired for “average use” as in 
example below, match the total 
under the column for average use 
with the figure in the horsepower 
column at the right; this figure will 
be the compressor rating required 
for average use. Example: 
1 Hydraulic Lift at 

5.25 c.f.m. @ 145-175 p.s.i. 


1 Grease Gun at 

3.0 c.f.m. @ 120-150 p.s.i. 
1 Spring oiler at 

3.75 c.f.m.@ 70-100 p.s.i. 
Total 12.00 c.f.m. “average use.” 

The nearest c.f.m. in second col- 
umn is 14.8-22.4 c.f.m., the above 
fall just below this range. The com- 
pressor indicated for this capacity 
is 1% HP. This same system is used 
to find the “continuous operation” 
capacity of the compressor required. 
Total all capacities and refer to 
column indicated. 


Representative Sample of Compressor Power Requirements 
For Average and Continuous Air Supply 


Air Pressure 
Required Lbs. 
per Sq. In. 


Cut In Cut Out 


90 125 14,8-22.4 
90 125 22.5-30.4 
90 125 30.5-46.2 
90 125 46.3-60.0 
90 125 60.1-73.0 


Average Use 
Free Air Consumption 
of All Equipment Used 


Cu. ft. per min. 


Continuous Operation 
Free Air Consumption 
of All Equipment Used 


Required 
Compressor 
Capacity 


Horsepower Cu. ft. per min. 


16 
2 
3 
5 


714 


Mw 


Theory of Electricity 


Continued from page 112 


silver, aluminum and mercury; the 
electrons are not securely bound to 
the nuclei. They, therefore, have a 
condition in the atoms outer orbit of 
free electrons which can be made to 
flow easily away from the atom. All 
atoms having less than four elec- 
trons in its outer orbit is a good 
conductor of electricity. Atoms hav- 
ing four or more electrons in their 
outer orbits are good insulators. 
It we take a piece of copper wire 
and a light bulb, connect these to a 
automotive battery, the lamp will 
light when all connections are 
made. When the end of the wire is 
connected to the positive post of 
the battery the free electrons at the 
end of the wire will be attracted to 
the positive post of the battery. 


They will bump the electrons from 
the positive post through the bat- 


90 125 73.1-100.0 10 
90 125 100.1-127.0 15 
90 125 127.1-154.0 


Oknn-— 


120 150 12.7-20. 
120 150 20.1-25. 
120 150 26.0-39. 
120 150 39.3-51. 
120 150 52.0-67. 
120 150 67 .6-92. 


~hWUODNW-—wW- oOo 


N=—— 





tery electrolite to the negative post 
and so cause a flow of electrons 
through the circuit. This flow of 
free electrons is called an electric 
current. 
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IF YOU WANT A 
VALVE REFACER 


That will operate continuously for ten, fifteen or 

twenty years without a major overhaul, then there is 

only one machine that you can buy that will fulfill this 

requirement, that is the K. O. Lee “Lifetime Refacer”. 
Clip ad to your letterhead and send for proof 


K. O. Lee Company, Aberdeen, S. D. 











A “TWIST OF THE WRIST” 
Takes off... Puts on 
OIL FILTERS 


e@Here’s another “helping hand” 
from Milbar to make auto service 
ing easier and more efficient. 


It's the new FILTRENCH... for 
quick removal and installation of 
oil filters. Fits all sizes and shapes 
of oil filters including those difficult 
to reach in the '61 cars, those with 
nuts on top and (with adapter) 
filters of small diameter. 


MILBAR FILTRENCH 


FORD-0-MATIC TRANS- 
MISSION SERVICE KIT 


1. Reversible ratchet closed 
face wrench with pre-set 
factory approved torque. 
2. Gauge. 3. Open face 
wrench with pre-set torque. 


LOW PRICED FIXED -TIP 
RETAINING RING PLIERS 


Internal and external with 
straight and angled tips... 
to service ail automotive 
applications. 


Write Milbar for further information. Check with your jobber! 


MILBAR CORPORATION 


1900 EUCLID AVE, « 
Engineered to do the job where others fail! 


CLEVELAND 15, OHIO 





Presidential Continental « « « Continued from page 138 


Both the driver and passenger 
compartments have two-way radio 
telephones, heaters and air con- 
ditioning units. 

The interior of the car is out- 
fitted in light and dark blue leather. 
The passenger compartment floor 
is covered with mouton carpet. 
Two lap robes, each embroidered 
with the Presidential Seal, blend 
into the trim panel styling of the 
rear doors. 

The car has a wide variety of 
roof combinations in metal, trans- 
parent plastic and convertible fab- 
ric. Combinations of each can be 
used interchangeably; or without 
any roof sections the car can then 


become an open air convertible. 

The  lightweight-metal, black 
formal roof comes in two sections. 
From the center pillar to the rear 
the roof has a black polished cov- 
ering with a small rectangular rear 
window. The front section has a 
brushed-metal finish. When the car 
is transported outside the Washing- 
ton area the roof is crated sep- 
arately. 

The transparent plastic roof has 
six sections, each of which is re- 
movable. A black convertible top 
comes in three sections. Both of 


these roofs can be stored in the 
trunk. 
There are two foot stands on 





TUNGSTEN contact poi 
and condensers now 
come in sparkling 


Gled fk 


nts 


PLASTIC POINT SPACER 


Keeps Points in per- 
fect alignment until 
they are installed, 


This new CHROME PLATE on TUNGSTEN Contact 
Points and Condensers is more than skin deep! 
It reflects the finishing touch to quality ignition 
parts, which, over the years, have proved their 
superiority in engineering and performance. It 
becomes a rustproof conclusion to a job well 


done! 


There is no extra charge for this sparkling 
chrome on TUNGSTEN Contact Points and Con- 
densers. You'll find this new parts-protection on 
the Super Line of individually packaged compo- 
nents and in TUNGSTEN Tune-Up Kits. For extra 
rustproof protection, contact points come with 


Stainless steel springs writ 


atalog 


TUNGSTEN CONTACT M ANUFACTURING CO. INE 


North Berg N j 





each side of the car which retract 
automatically under the car when 
not in use by Secret Service men. 
Handles are concealed in the body 
lines. 

The car is 41 inches longer and 
three and one-half inches higher 
than the 1961 Lincoln Continental 
model. The wheelbase is 33 inches 
longer. 

The car is powered by a standard 
Lincoln Continental 430-cubic-inch 
engine. A short turning diameter 
and power steering make the Presi- 
dential Continental easy to ma- 
neuver in close quarters. Heavy duty 
parts are used on many of the 
chassis components such as sus- 
pension and springs. Structural 
supports have been strengthened 
considerably for durability and 
riding comfort on virtually any of 
the world’s roads. 

At the rear of the car is a Con- 
tinental spare tire design which is 
partially recessed into the trunk 
lid. Two additional foot stands are 
built into the rear bumper. De- 
tachable grip handles can be 
mounted into the trunk lid area. 

Flagstaffs on each front fender 
are illuminated by remote-con- 
trolled spotlights at night. Two 
flashing red lights are recessed in 
front bumper guards. 

Other “built-in” accessories in- 
clude a radio, emergency light, a 
fire extinguisher, an automatic 
trunk lid, a first aid kit, a siren and 
special storage compartments. 








Crusade For 


Salesmen ........ 

Continued from page 51 
train their people and this usually 
involves after hours work. 

Occasional morning sales meet- 
ings and posting the floor schedule 
unquestionably fall in the category 
of sales supervision, but don’t even 
begin to do the job. Perhaps ‘“Per- 
sonnel Development” might better 
describe this function. 

In an open letter to Henry Ford 
II, a New York State Pontiac Dealer 
said recently that ... “it is a 
recognized problem to attract the 
right type of salesmen to our busi- 
ness just because of our deteriorat- 
ing reputation.” 

If this statement makes sense to 
you, then the only sensible alterna- 

Continued on page 147 
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Tow Them In..... 


Continued from page 137 


twice as much work in the same 
amount of time. This, coupled with 
many other time-saving factors, 
has more than paid for the cost of 
the two-way radio installation. It 
has been an extremely helpful fac- 
tor in making motorists rely more 
completely upon us for their road 
service.” 

Car dealers, service stations and 
other shops are a constant source 
of towing business for Scrappy’s 
Auto Service. Telephone book list- 
ings, as well as the name on the 
panels of the bright red tow truck 
fleet, keep this shop’s name in front 
of the motoring public. It is still a 
further source of business to this 
aggressive body and paint shop. 





Calendar of 
Coming Events 


July 23-28—National Congress of 
Petroleum Retailers, Inc., 15th Annual 
Session, Cosmopolitan Hotel, Denver, 


Colo. 


Aug. 4-5—IGO of South Carolina, 
Inc. 2nd Annual Convention, Jack Tar 
Hotel, Greenville, S.C. 


Aug. 18-20—IGO of North Carolina 
Annual Convention, Sir Walter 
Hotel, Raleigh, N.C. 


Sept. 13—American Petroleum Insti- 
tute Div. of Marketing, Lubrication 
Committee Meeting, Traymore 
Hotel, Atlantic City, N.J. 


Sept. 13-15—National 
Assn. Annual Meeting, 
Hotel, Atlantic City, N.J. 


Nov. 8-l0—Automotive Parts Re- 
builders Assn. Convention & Trade 
Show, Hotel Biltmore, Los Angeles, 
Calif. 


Dec. 9—11—8th Annual Auto Trim 
Show-Convention, Hotel Ambassador, 
Los Angeles, Calif. 


Feb. 3-7, 1962—National Automo- 
bile Dealers’ Assn. Convention & Ex- 


hibition, Convention Hall, Atlantic 
City, N.J. 


Feb. 28—Mar. 3—International Auto- 
motive Service Industries Show, Navy 
Pier, Chicago, Ill. 

Mar. 22-25—Pacific Automotive 
Show, Memorial Coliseum, Portland, 


Ore. 
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Crusade For Salesmen ° © « « Continued from page 146 


tedly, this course will not be as easy 
as the one currently in vogue which 
consists of sitting back and crying 
about the impossibility of finding 
good salesmen, but it will be a lot 
more effective. 

The shortcoming of the automo- 
bile salesman today, in most cases is 
not ability, but attitude, and this is 
something the dealer can do sume- 
thing about. Because, it’s really the 
dealer who sets the pace and estab- 


lishes the attitudes. Enthusiasm, for 
example, is contagious but first some 
one has to get enthusiastic. 

A Crusade, according to Mr. Web- 
ster, is “any enterprise undertaken 
with zeal and enthusiasm” and a 
dealer is going to need an awfully 
lot of both to put the automobile 
salesman at the level where he be- 
longs. But, it can be done, and like 
so many other impossible things, it 
will just take a little longer. 





model VS 


presents a NEW concept in 
VALVE FACING EFFICIENCY 


The new Kwik-Way Model VS is 
more than an improved model, it is 
a new concept in valve facing. It 
combines design stability with oper- 
ating ease and greatly increased ef- 
ficiency. The surface grinding mech- 
anism is now an integral part of the 
one-piece casting. This eliminates 
the possibility of misalignment. Sol- 
id ways now absorb the grinding 
pressure. The new 5” diameter 
grinding wheel handles more valve 
sizes and all new alloys with ease. 


BUILT TO LAST 


wikia 


ENGINEERED FOR THE ULTIMATE 
IN PRECISION 


New power — a '4-hp capacitor 
type, heavy duty, constant s 
motor supplies vibrationless float- 
ing power for the grinder spindle 
only. Individual motors for chuck 
and coolant pump. There are count- 
less other new features about the 
new Model VS which make valve 
jobs easier and more profitable. Mail 
coupon now for the new illustrated 
brochure on the Kwik-Way Model 
VS ... the only new concept in 
valve facing. 


CEDAR RAPIDS ENGINEERING COMPANY 
917 17th St. N.E., Cedar Rapids, lowa 


Please send Model VS brochure to: 


Nome 





Address 





City 





ae sal 





for quality parts and accessories— 


YOU NAME IT...MOPAR'S GOT IT! 


was? 
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mufflers . . . flexible tail pipes . . . exhaust pipes . . . spark plugs... 
battery cable ... fan belts .. . radiator hose . . . oil filters . . . brake 
fluid ... thermostats .. . ignition coils . . . shock absorbers . . . batteries 
. +. engine care chemicals . . . car appearance chemicals . . . automatic 
transmission fluid . . . power steering fluid . . . remanufactured parts 
... anti-freeze ... lamp bulbs .. . sealed beam units 


Whatever the job, there's a part to fit! 


A complete quality line of replacement parts... 


FOR CHRYSLER CORPORATION VEHICLES 


Genuine “New” MoPar Parts and Accessories—The only new parts 
recommended for these fine cars and trucks. 


MoPar Approved Remanufactured Parts—Highest quality parts, 
r-e-m-a-n-u-f-a-c-t-u-r-e-d to MoPar’s rigid specifications. 


FOR OTHER MAKES OF VEHICLES 


New MoPar “Universal” Parts—Famous MoPar Quality, 
now available for other popular makes. 


Rempar Quality Remanufactured Parts—Quality parts, 
r-e-m-a-n-u-f-a-c-t-u-r-e-d by MoPar Approved Parts Remanufacturers. 


A COMPLETE QUALITY LINE...TO HELP YOU... 


install with confidence—cut service costs—save time and space— 
increase profits—provide more dependable service. 


Genuine MoPar Parts, MoPar “Universal” Parts, MoPar Approved Re- 
manufactured Parts, and Rempar Quality Remanufactured Parts are 
available from your MoPar Parts Wholesaler—or your Chrysler Motors 
Corporation Dealer . . . selling Plymouth, Valiant * Dodge, Dart, 
Lancer ¢ Chrysler, Imperial * Dodge Truck * Genuine MoPar 
Parts and Accessories. Call your dealer or wholesaler today! 











ACCESSORIES 


MoPar Parts and Accessories, Chrysler Motors Corporation, Detroit 31, Michigan 
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don’t divide your income with 


lost time 


Consider the ways that time on the job can be wasted 

. can run up even higher your cost of doing business, 
For instance . . . too much delay between jobs . .. too 
much time on each job . . . excessive tardiness. 


To correct these abuses, you need to know where they 
occur. And that’s where a Lathem Time Recorder can 
do a job for you. It gives you an accurate record of the 
time each job is started and completed . . . when each 
employee arrives and leaves work. Every loss of time 
stands out . . . ready for you to eliminate for a better 
profit picture. 


Mail the coupon today for complete information, prices 
and sample payroll and job cards. 


LATHEM TIME RECORDER CO. 
66 Third Street, N. W., Atlanta, Georgia 
Gentlemen: Without obligation, please send me com- | 


plete information, including prices, about the Lathem 
Payroll and Job Time Recorder. 
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ADVERTISERS’ INDEX 


This Advertisers’ index is published as a convenience, and not as part of the advertising contract. 
Every care will be taken to index correctly. No allowance will be made for errors or failure to insert. 
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Back Cover 
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"NOW—A Perfect Valve Seat 


” 


in Just 5 Quick Turns.... 


with the 


NEWAY 


Valve Seat Cutter 


These FEATURES 
make valve 
repair jobs 

a cinch. 


@ Eliminates grinding dust 

@ No old fashioned grinding 
or lapping 

@ Produces an accurate valve seat 

e Saves time by seating a valve 
in just one minute 

e Saves money—one-third the 
original cost 


Ideal for small engines—Briggs and Stratton, 
Clinton, Wisconsin, Lauson, etc. 


Also used for engines in sport cars, midget 
racers and quarter midgets. 








Ask your local distributor or write for complete 
information. We invite inquiries on how you 
can stock and distribute the Neway Valve Seat Cutter. 


NEWAY SALES INC. 


CORUNNA, MICHIGAN 














no finer thermostat ...anywhere! 
WALTHAM 


Only two different models 
needed to fit almost every 
car. Eye-catching 


16-thermostat display ends | 


your inventory problems... 
rings up bigger profits. 


LEARN MORE ABOUT 
THERMOSTATS AND 
COOLING SYSTEMS 


Easy-to-understand brochure ‘‘Let's 

Talk Thermostats.” Packed with val- 

uable tips and illustrations for every- 

one who sells or installs thermostats. 
a boost thermostat sales. Send for your free 
copy to 





Se en ae Tee tn ee ee 


WA LT H AM Standard-Thomson Corp., Dept. AW7 
The Dependable 152 Grove Street, Waltham 54, Mass. 
Thermostat 


@ product of 
STANDARD-THOMSON 
CORPORATION 
Waltham 54, Mass. 


5 Specialists in 
Sy Temperature Control 
for 35 years. 


Yes, I'd like a copy of your free brochure “Let's 
Talk Thermostats”. 


Name 


| 
| 
| 
| 
| 
l 
l 
1 
| 
l 
| 
4d 
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Salesmen 
Wanted: 


Sell 1904 Antique Model full-size auto- 


Wonderful attrac- 
= 


mobile, newly-built. 


k tiel 


tion for any 





com- 
mission. Write Johnson, 186-E Hazel, 


Highland Park, Ill. 











WELDING AND CUTTING 
OUTFITS—$79.50 


COMPLETE-BRAND NEW 
OUTFIT CONSISTS OF 


1—Heavy Duty Welding Torch with 3 
Welding Tips. 

1—Heavy Duty Cutting Attachment 
with 1 Cutting Tip. 

1— Oxygen Regulator with Gauges. 

1—Acetylene Regulator with Gauges. 

12!/> Ft.-*/ie Twin Hose with Connec- 
tions 

1—Torch Lighter. 

1—Pair Goggles. 

1—Torch Wrench. 


SAME OUTFIT AS ABOVE 
EXCEPT HAS 


Aviator Torch and Attachment 
Ideal for Body Work—$71.50 


Terms—Certified Check With Order 
Plus $2.00 Postage. 


Tupes of Saginaw, Inc. 
402 Davenport St.-Saginaw, Michigan 

















The Mechanic's Best Friend! 


LIQUID. 
WRENCH 
Cs. Loosens 


Rusted Bolts 
Z| 


nuts, screws, “frozen” parts! 


BUY U.S. SAVINGS BONDS 


The super-penetrating rust 
solvent that quickly loosens 
rust and corrosion. 


YOUR JOBBER HAS IT! 
RADIATOR SPECIALTY CO. 


CHARLOTTE, N.C. 

















If you.use tools 


You Should Be Using 


KENNEDY 


i Keto) mm 10> 4:33 


il *& Write for Complete Catalog 


| KENNEDY MANUFACTURING CO. VAN WERT 6, O. 


Pioneer in the Manufacture of Quality 
TOOL BOXES, TOOL CHESTS and ROLLER CABINETS 
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"Steady, pore sales of Gates Belts 3 
MEAN MORE MONEY IN THE BANK!" jy 


says Buddy Warren — Warren’s Garage 
4102 Navigation Bivd 
Houston, Texas 


“Before going into business for myself sixteen years 
ago, I had nine years’ experience selling Gates Belts and 
Radiator Hose. So, I was well pre- 
pared to make these preferred acces- 
sories an important part of my profit 
picture. 
®@ GREASY © CRACKED “We average 80 belt sales a month 
© PEELING — and it sure makes a difference in the 


amount of money that goes in the 
@ SPLIT hake * 





REPLACE BELTS THAT ARE... 


@ GLAZED 











In the garage business too, time means money — Gates garage- 
tested sales aids are tailored to the task. The Dial Finder and Display 
Rack help you get the correct belt installed in a matter of minutes. Time 
saved means a brighter profit picture and a satisfied customer. So, why ‘ 
put it off — 


“Go” Gates for Profit — Call Your Gates Jobber TODAY 


Your Gates Supplier will have a factory-trained Gates Represen- 
tative install attractive belt and hose displays, clean up your belt and 
hose stocks, and supply you with a complete set of Gates garage-tested 
sales aids. He’ll also help you get your present stock in shape for top 
profits — and you won’t lose a penny! 


TPA 574 
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